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REWARD 
FOR PUSHING 
LUBRIHIDE 


REWARD: Extra Sales 


Clipper LUBRIHIDE Pins for 
joining power transmission belts 
last 2 to 4 times longer than 

ordinary pins. Belt users can replace profit- 
ably ALL belt joint pins of other types with 
LUBRIHIDES. Packed in handy packages for 
replacement sales. Push change-over sales for 
ready PROFITS. Order Clipper LUBRIHIDE 
Pins today! 


REWARD: Customers’ Goodwill 


Clipper Belt Hooks, Lacers and Pins have been the standard of 


industry for over 30 years. Now Clipper Hooks are better than 
ever. They are carded with the REINFORCING STRIP, and 
LUBRIHIDE Pins are packed with ALL Clipper Hooks at NO 
EXTRA CHARGE. Because Clipper products save time and money 


for your customers, they will be back to buy from you again. 


REWARD: Protected Sales 


Clipper sells ONLY through jobbers. 
Profit by this protec- 
tion! Check your stock 
of Clipper products to- 
day! Be sure your order 


includes LUBRIHIDE “i / LUBRIMID 
Pins! : . ala Boxe 


CLIPPER BELT LACER COMPANY 
Grand Rapids, Mich., U.S.A. Copyright 1939, Clipper Belt Lacer Co. 























THE BEAVER MODEL C 


THE BEAVER MODEL C converts hand tools of any 
make into a portable electric pipe and bolt machine. 
Threads 2-inch pipe with either receding or block 
dies and up to 8-inch pipe with drive shaft and 
geared tools. Has ample reserve power to allow 
for low line voltage or dull dies. 


Surpasses earlier power units in power, compact- 
ness, performance and safety. (1) Gears are fully- 


enclosed. (2) The large driving gear runs in oil— 
reducing friction, noise and wear. (3) A “regular” 
chuck is used which is tightened by a “regular” 
chuck wrench—eliminating strain on gears. 
(4) Motor is adequately ventilated. (5) Suitable for 
either stand or bench use. Patents pending. 


An outstanding sales opportunity—write for copies 
of Bulletin C for your members of your sales 
organization! 


ORDERS SHIPPED SAME DAY RECEIVED! 
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THE BILLINGS & SPENCER COMPANY, HARTFORD, CONN., U. S. A. 
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THREADED STEEL BEARING 
RETAINER PROVIDES MEANS 


FOR EASY ADJUSTMENT 




























Left: Link-Belt 
Shafer series 
400 self-align- 
ing roller bear- 
ing unit. 


This is one 
type in the com- 
plete Link-Belt 
line, which in- 
cludes numer- 
ous styles and 
sizes, making 
possible a wide 
selection for 
any service, 
whether light or 
heavy, or for 
normal or se- 
vere operating 
LABYRINTH GREASE SEALS conditions. 


GREASE IN AN 


INDUSTRY KNOWS AND USES 


LINK-BELT 


POWER TRANSMISSION 


EQUIPMENT 





with CONFIDENCE and 


NEW YORK 
WORLD'S FAIR 


ASSURANCE OF RELIABILITY | bt: 








@ You can depend on Link-Belt quality to keep working for you and to help 























THE POWER you increase sales and profits. 
The Link-Belt line is complete—backed by more than 60 years of manufac- 
TRANSMISSION Cares enportonce—Daitt to meet today’s needs. 
Mill Supply Distributors are realizing more and more that Link-Belt satisfac- 
tory performance and assured economy are building demand for these products. 
LINE THAT INCLUDES <f ’ . . 
Link-Belt Power Transmission Equipment includes: 
Anti-Friction Bearing Units— Couplings—Rigid and Flexible Silverlink Roller Chain Drives 
POSITIVE DRIVES AND ypes Salient ane Friction Suge patecete <n hae oa | 
Pillow Blocks—All Types Pulleys—Steel and Cast I erringbone, and Motorize 
ASSURES GREATER Base Plates—Plain yer Ad- Gt On eh Ck ay —. , -- 
justable Silverstreak Silent Chain of the P.I.V. and V.R.D. 
Hangers, Take-ups, Collars Drives Types 
7709 
Sam owelpaeene LINK-BELT COMPANY 
& * . cs o CHICAGO INDIANAPOLIS PHILADELPHIA ATLANTA 
SAN FRANCISCO Offices in Principal Cities TORONTO 
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IT TAKES PLENTY OF 


“SAND TO 


STAND UP 


ON A JOB LIKE THI 





SO THE BRIDGETON SAND COMPANY CHOOSES THERMOID HOSE 


Here’s a unique installation of Thermoid Hose that not 
only solves a number of problems. . . but that is turning 
in a typical Thermoid record for high product efficiency 
and performance. 

Through the use of ten connections made of Thermoid 
Suction Hose, varying in length from 2 feet 
to 16 feet, the Bridgeton Sand Company of 
Williamstown Junction, N.J., have made their 
pipe line completely flexible. This is neces- 
sary so that the dredge may be moved to any 
section of the water... and also because of 


the irregular surface of the ground over More than half a cen- 
which the line runs to the plant. The total iuty af pragenenive 





2500 feet, operating under a pumping pressure of 
65 pounds per square inch at all times and han- 
dling an average of 1000 gallons of sand and water 
per minute. 

Both the Thermoid Suction and Discharge Hose used on 
this job have been in service for over a 


Thermo year and a half, and in its present con- 
15 ( 


dition, it is expected to at least double this 
service before any repairs will be needed. 


When your customer has a hose require- 
ment that takes “sand”... or handles 
sand... you may be sure that Thermoid 


engineering and ©22 supply him with the one hose best 
length of the line from dredge to plant is product development. suited for the job. 


THERMOID RUBBER, DIVISION OF THERMOID COMPANY, TRENTON, N. J. 


Grader Belting 
= Seltina 
Bucket E ator Belting 
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BELTING HOSE PACKINGS BRAKE LININGS 


MILL SUPPLIES © APRIL 10, 1939 








DOING THE HARD JOBo 


Means Profit to the Jobber... 


@ The jobber’s job is to make a profit 
for himself as well as his custamer...and 
Atkins Hack Saw Blades are the way to do it. 
They sell and re-sell] because it pays your 
customers to use them even on the hardest 
type of work. 


Cutting the new alloy steels in the many 
shapes called for today ig a job which does 
not feaze Atkins Blue End Blades. Not only 


are they made of metallurgy’s finest saw steel 
but the teeth are strong, sharp and evenly set. 
They are used everyday in shops of all kinds 
to cut any metal any other hack saw will cut, 
and many metals other blades can scarcely 
scratch ...There is no premium charged for 
this extra performance because Atkins prices Z 
are in line—and on top of that these blades 


are consistently advertised throughout the 
“Blue Ends” for Silver Steel. “Yel- metal cutting trades. C iy W 
low” for Molybdenum. Frame shown 
is Atkins No. 10 Pistol Grip. 


E. C. ATKINS AND COMPANY, 420 South Illinois Street, Indianapolis, Indiana CERTIFIED SAWS, SAW TOOLS, 


MACHINE KNIVES, ETC 
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NEW PROFITS FOR YOU 


Outstanding Sales Features Make Texrope the Fast- 
est-Selling Transmission Line on the Market Today! 


Fast-selling — that’s what dealers who stock the Texrope 
Line of transmission equipment say! And it’s making 
them profits... big profits...in more ways than one! 


Not only do they find that industry demands Texrope’s 
cost-cutting economy .. . but, equally important, they’re 
using Texrope’s almost universal acceptance as a “door- 
opener” in many plants they haven’t sold before. 
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Can Profit We Pra 


th the Texrope Line! 


1. wive MARKET! All industry has application for Texrope Drives. 


? GROWING DEMAND! Increasing pressure for manufacturing profits 
“forces your customers to call for Texrope Drives to increase 
production and cut costs! 


3 AGGRESSIVE ADVERTISING! Forceful advertising stimulates sales! 
"Texrope Drives are advertised to your customers with hard- 
hitting copy. 


4 FIRST IN THE FIELD! Allis-Chalmers originated the multiple V-Belt 
*drive—the drive that revolutionized transmission practice. 


5 ENGINEERING COOPERATION! Trained transmission engineers help 


you when needed. 


6 FULL LINE! There’s a Texrope V-Belt size for every applica- 
*tion—from fractional horsepower up. The Duro-Brace Sheave 
—the Vari-Pitch Sheave—and the sensational new Vari-Pitch 
Speed Changer complete a full line of profit makers for you. 


7 PRICED RIGHT! Your margin on TEXROPE returns you bigger 
"profits on the volume you get. 


Get the whole story on the fast-selling Texrope Transmission 
Line! Call nearest district office or write Allis-Chalmers direct. 


1077 


Vari-Pitch Speed Changers e Texrope V-Belts e Duro- ss. soe ee Bek) 2S ee ae 
Brace Texsteel Sheaves e Vari-Pitch Sheaves e Stand- 

ard Cast Iron Sheaves e Adjustable’ Pitch Diameter 

Texsteel Sheaves e 2-3-4 Combination Sheaves ¢ Strait- . 

line Automatic Motor Bases e Oil Field Drilling Rigs 


Belts by Goodrich ee i ee Be | 











HERE IT 1S-THE NEW “TOLEDO” 101 
ADJUSTABLE BOLT DIE STOCK 


CAPACITY %4" to %” USS. OR S.A.E. 





A small, compact bolt threader that fills a long felt need for a bolt stock 
with simple, positive adjustment. 

The unique feature of the “TOLEDO” No. 101 is the patented die adjust- 
ment, which gives over, under and standard threads. Segmental dies, 
that are easily reground, are moved in or out by a knurled cam ring. 
All segments cut equal even when standard setting is changed. 

Die stock measures 17” over-all and weighs but 2% lbs. 


May be furnished with small, partitioned, red enameled box holding six 
sets of dies and guides. 

All bright parts are highly polished. Handles are made of solid steel. 
Die stock is malleable iron enameled black. 


Attractive literature is available. Carry a sample and show it to your 
customers—you will find it a ready sales item. 


THE TOLEDO PIPE THREADING MACHINE CO. 
TOLEDO, OHIO NEW YORK OFFICE, 72 LAFAYETTE STREET 
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THIS SMALL RED ENAMELED METAL 
BOX HOLDS DIE STOCK AND SIX 
SETS OF DIES AND GUIDES. 


ADJUSTMENT IS EASY, 
QUICK, POSITIVE 




















- 
va ~ ° 
ese a4 
: ate ore ay 
TTT LG ENTE RE at eee 








S YOUR stock cupboard 
bare when it comes to 
transmission belts to fit the 
needs of many customers? 
Are you losing sales because 
the line you handle doesn’t 
include many sizes and 
styles of belting to fit spe- 
cial requirements? 





As a Goodyear distributor 
you'd have the most com- 
plete line of transmission 
belting in the world—belts 
of every type specially de- 
signed to meet the most 
highly specialized needs 
and operations — 
in any size. You 





Centennial of Charles 
Goodyear’s discovery 
of vulcanization 


THE GREATEST NAME 6 





wouldn’t miss any 


SH YOu Wh 
OLD MOTHER 
HUBBARDZ 


HALF YOUR BELT PROSPECTS ? 


a. 
- 


bets with this 


line-up x \ 





A GOODYEAR BELT 
for EVERY DRIVE 


COMPASS* ENDLESS © COMPASS 
CUT LENGTH © COMPASS TEXTILE 
© COMPASS OIL WELL © THOR OIL 
WELL © 5R* © WINGFOOT* 
© THOR* © PATHFINDER* © KLING- 
TITE* ENDLESS AGRICULTURAL 
® KLINGTITE RED AGRICULTURAL 
© E.C.* CORD MULTI-V © AUTO- 
MOTIVE FAN V ©@ FRACTIONAL 
HORSEPOWER V © FLAT FRAC- 
TIONAL HORSEPOWER 











This is just another of the 
many reasons why Good- 
year Mechanical Rubber 
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GIANT GOODYEAR BELT PRESS 
on which the world’s largest belts are 
built. You get the order, we'll make it! 


Goods Distributors get more 
business— make more mon- 
ey. If you are not a dis- 
tributor, why not inquire 
if your territory is open? 
Write: Mechanical Goods 
Sales Department, Goodyear, 
Akron, Ohio, or Los Angeles, 


California. 


*Trade-marke of The Goodyear Tire & Rubber Company 


IN RUBBER 
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Tur mill supply wholesaler is the final—and 
most important—link in the distribution of finished 
bearings and bearing metals from stock. This con- 
venience and economy are translated into good 
will and profit for hundreds of Bunting whole- 
salers ... The Bunting Brass & Bronze Company, 


Toledo, Ohio. Warehouses in All Principal Cities. 


BUNTING 


BRONZE BUSHINGS - BEARINGS 
PRECISION BRONZE BARS 
BABBITT METALS 
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A Neat Package of Profit 

















is the new 


Drillmaster 













\ “BUSINESS IS GOOD!” say distribu. 
tors’ salesmen who are demonstrating 
the new Thor Drillmaster. “With this 
new drill we're making extra sales and 
ae / building confidence in our entire serv- 
ice.” 


y; 
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TIRED BUT HAPPY is the shipping clerk after com- 


pleting shipment of the original production run of the 
new Thor Drillmasters — the largest shipment of one 
model of Thor electric tools ever to leave our factory 
— thousands of packages of profits for Thor distribu- 
tors. 








ARM IN ARM, Thor Distributors 


and the Thor sales organization are 
moving forward to greater sales 
with the new Drillmaster. Every 
shop in town is a live prospect 
for this better, low-priced drill. 


THE DRILLMASTER 


Y%"" capacity drill for all- 
around, light-duty work. 
The quality, low-priced 
drill that gives your cus- 
tomers Economy and 
Performance at one low 














INDEPENDENT PNEUMATIC TOOL COMPANY - 600 WEST JACKSON BOULEVARD - CHICAGO, ILLINOIS 
BIRMINGHAM - BOSTON -BUFFALO - CLEVELAND - DETROIT -LOS ANGELES - MILWAUKEE - NEW YORK - PHILADELPHIA - PITTSBURGH - ST. LOUIS - SAN FRANCISCO 
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E. J. McOSKER and JOHN J. WELCH, Editors 


The Industry Study—Progress Report 


Two months ago in this space the suggestion was 
made that another probe into the state of distribution 
might well be in order, ten years having elapsed since 
the last one. The response to and acceptance of this 
idea is emphatic proof that distributors want such a 
report and are willing to “take it” if they must in 
facing the bald facts about themselves. 

Well and good. You asked for it. 
have it. 

This is our progress report to tell that the job has 
been started and is going ahead. An intensive survey 
is under way, sponsored by Mitt Suppties and con- 
ducted by a competent, impartial outside agency. Al- 
ready the collected data is so voluminous that it 
becomes apparent the study must be tabulated in 
two parts. Therefore, the first instalment will appear 
in our May 10 issue, with the conclusion being pre- 
sented in the issue of June 10. (Because of the con- 
vention these issues will be out somewhat in advance 
of these dates.) 

Although it is impossible for any single organization 
to survey the entire country, it is also unnecessary to 
do this in order to get an accurate picture of where 
the distributor stands with his customers today. In- 
stead, a truly representative “sample” is being taken. 
Here is the plan that is being followed: 

First, one of the country’s “most typical” industrial 
cities was selected. Not only are its industries well 
diversified and large, but also it is a fairly self-con- 
tained city, well removed from outside competition 
which might unduly influence conditions. Further, like 
most every other city, it has a few leading industrial 
distributors, several lesser but yet legitimate houses 
and the usual quota of marginals, taking what indus- 
trial business they can get while concentrating mainly 
on some other line of activity. 


You shall 


It is logical to assume that these distributors are 
or should be able to properly service the industries in 
their city, and that these industries provide or should 
provide sufficient business to make supply house op- 
eration profitable in that locality. 

Into this “mystery city” (its name omitted in order 
to provide greater freedom in making the final report ) 
went Mitt Suppties investigators. They were favored 
with solid cooperation from the purchasing agents, 
and with each one dug into every phase of relation- 
ship between supply house and buyer. This informa- 
tion naturally forms the greater part of the study, but 
it needed to be supplemented by a delving into the 
characteristics of the local suppliers. The distributors 
themselves were likewise cooperative in opening their 
doors and their books to reveal all the details neces- 
sary to be balanced against the findings of the other 
part of the survey. 


That, in rough and brief form, is the story back of 
the distributor’s 1939 trip to the clinic. Undeniably 
the ultimate report should be vastly illuminating. In 
another month, then, we will begin to know more 
about our patient. Is he suffering from anemia in 
the sales department? Has he a promotional inferior- 
ity complex? Is there sluggish circulation of informa- 
tion between manufacturer and distributor? Has he 
deficiencies that impair his ability to compete with di- 
rect sellers? Is he muscle bound as regards deliveries ? 

Dozens of other questions suggest themselves . . . 
Many times a dozen answers will be given to you in 
May and June. 

We are sure you will read these reports with more 
than usual interest. We just thought you'd like to 
know how we're getting along with one of the big- 
gest jobs we've ever tackled. 
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THE REPUBLIC 
5-POINT POLICY 


A line of rubber items sufficiently 
complete to permit effectively sup- 
plying the requirements of the 
trade solicited. 





* 


A quality of product uniformly 
good and capable of delivering 
service results that should reason- 
ably be expected. 


* 


A price basis inducing and mak- 
ing possible aggressive competi- 
tion with reasonable profit return. 


* 


Freedom from competition from his 
source of supply, either direct or 
indirect, among the trade covered 
by his day to day solicitations. 


* 


Selling helps of reasonable a- 
mounts so that his sales force may 
be given the advantage of spe- 
cialized training and a knowledge 
of the product sold. 
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¥%& In order to best satisfy the indi- 
vidual needs for distinct types of Belting, 
Hose, etc., the manufacturer of Mechan- 
ical Rubber Goods must be fully ac- 
quainted with the conditions affecting 
every service to which his products are 
put. Through many years Republic has 
carried on a specialized research for that 
express purpose—to better understand 
the exact nature of requirements in each 
field. Suchdetailed knowledge—together 
with Republic’s manufacturing exper- 
ience—results in Mechanical Rubber 
Goods completely suited for the particu- 
lar needs in your territory. 

There is a decided business advan- 
tage in supplying your customers with this 
individual service and resulting econo- 
my of Republic Products... an advan- 
tage which is right in line with the pro- 
ductive principles of the 5-Point Policy. 
It is another profitable feature of the re- 
lationship which exists between Republic 
and its Distributors—assuring every pos- 
sible aid to the success of their establish- 
ments and complete satisfaction to the 
users of Republic Mechanical Rubber 
Products. Republic Rubber Division of 
Lee Rubber & Tire Corp., Youngstown, O. 
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TALK OF THE TRADE 





SEE—IT WORKS: Add this testimony to the controversy re. 
manufacturers’ practice of putting a “buy it from your distributor” 
line in their ads to users . . . George Mathieson (Squier, Schill- 
ing & Skiff) once pounded a territory for Boston Gear and in 
making a call in El Paso, Texas, was startled to hear the plant 
man say, “But I already buy your products” . . . “How come?” 
said George “We have no distributor down here” 
“Well,” welled the buyer, “your ads say, ‘buy from your nearest 
(listributor’, so we deal with Andrews Hardware & Metal Co. 

But Hell’s bells, man, they’re in Los Angeles—2,000 miles 
away !" 


WE SCOOP OURSELVES: Started out here to tell you about 
Walter A. Dow, who this month is celebrating his 82nd birthday 
and has been with Chandler-Farquhar (Boston) for 55 years 
Sut it turns out there’s so much to tell we built it into a 
full-size article . . . See “Life Begins,” Page 21, this issue. 


COMEDOWN: Newest member of the Coffing Hoist sales staff 
is Ethan Allen Cramer with headquarters in N. Y. ... He's 
a direct descendant of General Ethan Allen (Green Mountain 
joys) ... But for the time being and until he comes up in the 
world they're calling him “Corporal.” 


DEPT. OF FEARLESS JOURNALISM: At the risk of jar- 
ring the credulity of Harold Ickes, who says newspapers wouldn't 
print a story that reflected on cigarets because of the advertising 
revenue involved, we nevertheless print the following .. . For five 
years Frank Chase (Chase, Parker, Boston) suffered from an 
internal disorder but in recent months he’s brought himself prac- 


tically back to normal simply by cutting out smoking ... Frank 
_can get by with only three powders a day and goes out to lunch 
regularly .. . To make Ickes feel better, we don’t get any cigaret 


advertising anyway. 


ODDMENTS: Which of our eligible young bachelors is planning 
to combine the Convention Cruise with his honeymoon? .. . 
Max Babb (Pres., Allis-Chalmers) was recently honored with 
a Doctor of Laws degree by Iowa Wesleyan College . . . With 
wife and daughter, Harry Riddle (Geo. Worthington) is spend- 
ing March at his winter home, “Hardly Able,’ Palm Beach, Fla. 
... And a postcard from Bud Wirthlin (Wirthlin-Mann, Cin- 
cinnati) reports that “my wife and I are having an enjoyable trip 
through the islands . . . wish you could be with us and that we 
could stay forever” ... Thanks, Bud, but that wish ruined a 
whole day! 


ANCIENT HISTORY: Wonder if two Pittsburghers realize 
their paths crossed some years ago? ... Bud Hansen (sec’y 
American Association) once trouped in vaudeville, playing in the 
Honeyboy Evans act . . . and when he did a turn at the Nixon 
theater in the smoky city the head usher was A. J. “Jap” Wil- 
liams, now general manager of Chandler-Boyd. 


ONLY 45 more days to collect remedies for sea-sickness! J. J. W. 
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NEWS PIX 





Hearty after-lunch smokers at the Pacific Coast whole- 
salers meeting in San Francisco were (left to right): 
P. A. Converse, Marshall-Newell Supply Co., San Fran 
cisco; George Halpin, Minnesota Mining & Mfg. Co., St. 
Paul; W. John Frey, Frey Industrial Supply, Los 


Angeles; and Fayette R. Plumb, Delta File Works, Phila- 


delphia 


Ray Rheim, tool buyer for Fisher Body, and others mani- 
fest interest in Jack Bennett's demonstration at the W. O. 
Barnes Co. exhibit at the Buhl Show in Detroit. Left, 
back to camera, is Paul Boesen of W. O. Barnes 











Eugene Bohach (right) of Cling-Surface explains things 
to two other exhibitors at the Knapp Supply Show, 
Muncte, Ind.—C. A. Shetter (left), Morse Chain, and 
T. O. Potter, the Nye Tool & Machine Works 





H. J. Lewis, Braman Dow Co., handles the goods while 
H. S. Marsh (left) and H. J. Woolfson both of Boston 
Woven Hose Co. look on at the New England P.A. Show 
in Boston 





HIGHLIGHTS THIS MONTH 


Small towner has problems too. W. E. Price comes 
to the bat for him in this discussion on problems 
affecting business conditions in the smaller towns 
(see page 17). 


Selling packing was always a complicated problem. 
Here is a simplified way of breaking down items and 
applications that will increase sales (see page 24). 


When one company spends a million a year for 
accident prevention, it seems like a right smart stunt 
to check on safety equipment market (see page 27). 


Convention Cruise offers a splendid opportunity for 
members to take time out for World’s Fair (see 
page 30). 
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SMALL TOWN FELLOW 


SPEAKS HIS PIECE 


UNLESS THE DISTRIBUTOR in the 
smaller towns is able to maintain 
himself in the picture of mill sup- 
ply distribution, other methods of 
distribution will be used by the 
manufacturer to distribute his 
product, and these methods even- 
tually will be carried into the 
larger centers of population. Even 
though the experience and prob- 
lems of the small distributor are 
in many cases quite different 
from those confronting the dis- 
tributor in the larger centers, each 
of us is concerned with the prob- 
lems of the other, insofar as they 
affect ultimate methods of dis- 
tribution. 

In many of the smaller indus- 
trial centers the volume of mill 
supply business alone has not 
been sufficient to maintain an or- 
ganization devoted to the sale of 
mill supply products exclusively. 
Thus, the manufacturer has 
sought an outlet through organi- 
zations which started in business 
along other lines. For instance, 
in Indiana, besides our own com- 
pany, there are many others that 
were, and are, primarily dis- 
tributors of plumbing and heating 
products. With a going organi- 
zation, it has been easy for the 
plumbing and _ heating supply 
houses to add a mill supply depart- 
ment. In addition to such houses, 
the manufacturer has made con- 
nection with local automotive 
supply houses, electrical supply 
houses, retail hardware _ stores, 
small manufacturers of leather 
belting, and others. Nearly all 
of those outlets have been put in 
business by the manufacturer who 
had no particular representation 
in that territory. These small out- 
lets have complicated the ques- 
tion of distribution. 

If manufacturers can be per- 
suaced to list their accounts in 
the various territories, at the same 
time giving a description of the 
type of business of each outlet, we 


In the March 10 MILL SUP- 
PLIES a New York distributor 
(Hugh Hirshon, W. S. Wilson 
Co.) had his say, so it is only 
right that now we give space 
to a small towner whose en- 
vironment presents problems 
equally perplexing . . . these 
comments by Mr. Price, first 
presented before the recent 
gathering of the Central 
States Mill Supply Club, depict 
with unusual frankness the con- 
ditions which regulate his way 
of doing business — some of 


which reflect directly on you 


folks in the bigger markets 
—The Editor 





By W. E. PRICE, presipent 
THE KNAPP SUPPLY CO. 
IND. 


, MUNCIE, 
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are quite certain that the complete 
list will make such a picture that 
the manufacturers, themselves, 
will realize how far they have gone 
on the path that will eventually 
destroy the business of the mill 
supply house, which carries an 
adequate stock of merchandise to 
serve the need of that territory. 

The small town distributor, in 
choosing the lines he desires to 
sell, as a rule, has a choice be- 
tween practically all nationally ad- 
vertised brands of merchandise. 
Not having any other local con- 
nection, manufacturers are eager 
to have a connection with any 
organization in a position to give 
sales and engineering service. Re- 
gardless of price, distributors in 
the smaller communities should 
select for distribution nationally 
advertised brands. 

The stock carried by the dis- 
tributor in the smaller towns 
usually must be more complete 
than the stock carried by dis- 
tributors in the larger cities. A 
small town distributor cannot 
afford to be a_ specialty house. 
The potential business in his ter- 
ritory is not sufficient to enable 
a limited number of lines to show 
a desirable volume of business 
by themselves. The problem of 
the distributor in the small town 
is to carry a small stock of each 
of many items. 

The question of stock control 
thus becomes most importarity The 
small town distributor must carry 
a stock of items that are in con- 
stant demand, under normal con- 
ditions, and of. sufficient size to 
take care of the immediate wants 
of the trade in that particular ter- 
ritory. The small distributor 
must depend upon his salesmen to 
keep him posted as to the chang- 
ing requirements of his territory. 
He must be on the alert, through 
his stock records, to discontinue 
promptly, those items that are 


(Continued on page 98) 











SELL BRUSHES 


AS A LINE OF TOOLS 


By EDWARD J. McOSKER, EpiToR 


Do you know that some plants use as many as 44 different styles of brushes? And brooms 
besides? Do some "looking around" at production and maintenance jobs, follow through—and 
watch your orders and sales grow! 


“THINK OF INDUSTRIAL brushes and 
brooms as a line of tools—and sell 
them that way.” 

That is the advice of a man who 
has achieved outstanding success sell- 
ing these products, and consequently 
is qualified to speak with authority. 

“A comprehensive study of in- 
dustrial brush users shows that in- 
dividual plant requirements vary 
from 6 to 44 different styles for pro- 
duction and maintenance work,” he 
continues. “That means that the dis- 
tributor’s salesman who thinks of 
brushes as a line of tools for many 
jobs, instead of just one type for 
some particular operation, has vast 
opportunities for securing a large 
volume of profitable brush business.” 


Practically Every Plant 
Is a Prospect 

This authority lists types of 
brushes regularly used for produc- 





“Whirling dervishes” at it again! Another of the many wire wheel brush 
uses. Here is a production setup roughing rubber valve stem discs prepara- 
tory to vulcanizing them to inner tubes 


tion or maintenance operations as 
follows: 

1. Floor sweeping brushes. 

2. Bench or lathe brushes. 

3. Paint and varnish brushes. 

4. Wire power operated brushes 
(on metal, rubber, wood, or stone 
—for roughing, removing, stripping, 
cleaning, and polishing) 

5. Wire hand brushes (on metal, 
rubber, wood, or stone—for rough- 
ing, removing, cleaning, and polish- 
ing ) 

6. Fibre power operated brushes 
(for plating and finishing work on 
metal stampings, parts, fittings, etc.) 
7. Fibre or bristle hand brushes 
(for scouring, scrubbing, dusting, 
and polishing ) 

Anp Every PLAant Uses Brooms! 

All this means that there’s a ripe 
market for at least eight different 
items in your brush line in nearly 
every plant on which you call. 
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But let’s go further, the authority 
says. 


Innumerable Production Uses 


Let’s think of production require- 
ments. 
What 


brushes ? 


about operated 
Does the customer work 
with metal? How is his product 
fabricated? Must it be cleaned be- 
fore or after processing, Are weld- 
ing operations required, where metal 
seams or joints must be prepared 
for welding, or spatter removed 
after welding? If the answer to any 
or all of these questions is “yes,” 
then he power operated 
brushes. Here it might be well to 


power 


needs 


mention that wire cup brushes are 
better adapted to certain surfaces 
than wire wheel brushes, especially 
where large areas are to be treated, 
as on boilers, tanks, locomotives, 
railroad cars, dump bodies, structural 





This brush is being used in a tire 
plant for roughing the rubber prior 
to vulcanizing the tire casing 











steel, metal plates on ship sides, ete. 
Cup brushes, too, are made to stand 
up under severe “tearing down” op- 
erations when there is “tough stuff” 
to remove. 

Is the customer working with 
finished metal or metal products? 
If so, will he semi-finish, plate, or 
polish them? For semi-finishing he 
requires wire wheel brushes to clean 
the metal and bring out the luster 
—if it’s plating, he’s a prospect for 
tampico fibre wheels—if he wants 
to polish brass or copper, go after 
him on fine wire wheel brushes. And 
don’t forget the manufacturers of 
motors, radios, and small power 
tools! Their wire stripping opera- 
tions are a “natural” for quick sales 
on small wire wheel brushes in sizes 
ranging from 3” diameter upward. 

How about castings? Does the 
customer make his own? What kind 
and size? Can they be cleaned on 
pedestal equipment or with portable 
tools? If so, there should be a 
need for sectionally constructed or 
solid face wire wheel brushes. Maybe 
the castings are small so that they 
can be picked up and cleaned with 
wire hand brushes. Then, too, these 
same plants no doubt use moulders’ 
soft brushes for removing sand from 
mould forms. 


Sales Opportunities Galore 


All plants have work benches and 
employ machinery of some kind such 
as lathes, drill presses, saws, etc., 
from which metal chips, borings, 
wood shavings, or dust must be re- 
moved. Here are sales opportunities 
for bench and lathe brushes. Per- 
haps there are “hard to get at” small 
places to be oiled or cleaned. There’s 
where machinists’ brushes come in. 
If it’s a woodworking plant, look for 
orders on all types of glue brushes. 
And by all means “keep an eye on” 
hand painting, coating and swabbing 
operations, whether on production, 
reconditioning or repair work. Here 
the market for paint and varnish 
brushes is unlimited! 

Manufacturers of pumps, heaters, 
and control equipment should also 
be mentioned because they are large 
users of tube and thread cleaning 
brushes, and many special types. 

Before leaving the subject of 
brushes for production uses, do you 
distributors’ salesmen realize that the 


(Continued on page 92) 








Wherever burrs and scale must be removed in gear production, there is a 


demand for wire wheel brushes 


Wire cup brushes, in the hands of a skillful operator, quickly remove welding 


spatter from steel dump bodies, tanks, and so forth 











In foundries, moulders’ soft hand brushes come in for wide usage in remov- 


ing sand from mould forms. 


» Mit Suppiies extends thanks to Osborn Mfg. Co. and 
Milwaukee Brush Mfg. Co. for assistance and pictures 
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JAPAN 


SHELLS 


OUT 
BIG 


ORDER 
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Ping-Liang Tsu’s * 
letter recommending 
Simplex Jacks  be- 
cause Innis & Rid- 
dle’s “product” 1s 
comparatively good 
and strong” 


Bomb-shelled admin- -2™ 
istration building of 
Nanking & Shang- 4 


looked to mill supply - 
salesman 
in Nanking 


Railway as tt 


on arrival 





Mill supply salesman in Shanghai defies heat, bandits, and war 


to check up on order 


Pinc-Lianc Tsu was a conscien- 
tious, hard working engineer of the 
Nanking-Shanghai & Shanghai- 
Hangchow-Ningpo Railway in 
China. His particular pride and 
joy was the examination and test- 
ing of new equipment. No task 
was too laborious or tedious if in 
the end he could recommend a 
piece of equipment just right. 
Early in the summer of 1936 
Ping was given the job of examin- 
ing bids on four 20-ton screw 
jacks, each mounted on a traversing 
base. Tediously piling through the 
data submitted by six firms, he 
finally selected and recommended 
the Simplex Jacks manufactured 
by Templeton, Kenly & Co., Chi 
cago, Illinois. Ping submitted his 
recommendation to the purchasing 
department of the railroad. The 
wheels turned slowly in true Ori- 
ental Finally a requisi- 
tion was prepared by the director 
of purchases notifying Innis & 
Riddle, Ltd., in Shanghai—a mill 
supply house and agents for Sim- 


fashion. 
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plex Jacks in China—that their bid 
was accepted. 

Days passed and the summer 
heat descended on Shanghai in in- 
creasing intensity. Japan was ready 
and began moving in on China. 
Undeclared warfare raged all 
around the city. Industrial and 
mill supply houses were hard put 
to keep up their usual high stand- 
ards of service rolling along. How- 
ever, Innis & Riddle decided not 
to let any grass grow under their 
feet while waiting for the railroad. 

One of their crack mill supply 
salesmen decided to check up on 
their bid for the four Simplex 


Jacks. This meant a trip to Nan- 
king, 200 miles up the Yangtze 
River. Communication lines out of 


the city were in a constant state of 
disorder and bound up in endless 
red tape. Intensive shellfire was 
falling within a short distance of 
the city itself. Guerrilla bands of 
Chinese bandits roamed the outly- 
ing hills ready to attack anyone. 

Despite this tremendous handi- 
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cap, the crack salesman landed in 
Nanking only a few days later. 
Primed to stir up the Oriental 
sluggishness and get some quick 
action on the bid, he set out for the 
administration building of the rail- 
road. Turning a corner he was 
brought up short by the sight that 
greeted him. Nippon’s winged 
messengers of destruction had been 
there before him. 

Bombs had rent gaping holes in 
the building and practically ruined 
the whole railway line. Un- 
daunted, he climbed to the offices 
of the purchasing department on 
one of the upper floors. Everyone 
had fled days before. 

Poking about among the papers 
he ran across a portfolio. His eyes 
lit up with excitement. There in 
front of him were the six original 
bids, Ping’s letter of recommenda- 
tion, and a copy of the requisition 
to the director of purchases order- 
ing the four Simplex Jacks from 
Innis & Riddle. 

This story of how Japan shelled 
out a big order from a Shanghai 
mill supply house is now going the 
rounds of the clubs in the Foreign 
Settlement. 











LIFE BEGINS 


The country at large ponders the question, "What 
to do about the man over 40?" 
rest while we review the interesting story of a 
man twice 40 whose energy and enthusiasm for his 


job might well serve as a model for today's begin- 


ners to follow .. . 


BY JOHN J. WELCH, epiror 


A FEW YEARS AGO when Walter A. 
Dow was nearing 80, his associ- 
ates at Chandler and Farquhar in 
Soston felt that his 43 years of 
service to the firm should be re- 
warded. “It’s time he was taking 
it easy,” they said, mindful that 
it was he who opened up every 
morning at a quarter to seven and 
put in six full days all through 
the week. 

“He'd probably appreciate the 
chance to knock off about two 
o'clock every afternoon,” one sug- 
gested, and this plan was accepted 
for presentation to “the old man”. 

Mr. Dow listened respectfully 
tc the proposal. Yes, he would 
leave each day at two as they sug- 
gested. But he had not much else 
to say. Probably his native New 
England reserve suppressing his 
feelings during a time of emotion. 

Apparently the plan was work- 
ing well for Mr. Dow. Every day 
promptly at two he put his desk 
in order, donned hat and coat and 
bid the office force goodbye. What’s 
more, his spirits seemed to be even 
better than usual. 

About this time, too, the com- 
pany had reason to experience a 
lift in spirit, for orders began to 
come in from a group of customers 
who heretofore had not been reg- 
ular users of Chandler and Far- 
quhar service. To shorten the tale, 
we'll admit—you guessed it—Mr. 
Dow, instead of going home when 
his curtailed office day was ended, 
began making the rounds of those 
hard-to-crack customers. What's 


Let the matter 


more, he was really selling them. 

He wouldn’t quit. He still 
won't, even though this month he 
celebrates his 81st birthday. For 
more years than his fellow work- 
ers can remember he had been call- 
ing on a certain territory up in 
New Hampshire. No matter what 
the weather, he keeps it up, making 
his trip regularly three or four 
times a year. 


Loves to Sell—and Can 

Once when the New England 
winter was being particularly bit- 
ter, the firm suggested he defer his 
coming trip until conditions were 
more favorable. “No,” he insisted. 
“I’ve written letters. They'll be 
looking for me.” He got through 
all right, and came back with a 
stuffed up order book. 

He always does, for this grand 
old gentleman not only loves to 
sell but knows how to sell. He’s 
developed a knack for clinching 
the ones who won't be clinched. 
Right now his favorite means of 
getting a foot in the door is a kit 
of gadgets he made up himself out 
of C & F stock. When the buyer 
says, “Not interested in anything 
now,” he refuses to quit, but begins 
producing interesting nick-nacks 
from the kit. Eventually one item 
catches the p. a.’s eye. It’s a sale, 
and in time may lead to some more 
important business. Experience 
that has come with the years has 
instilled the quality of patience 
most necessary for building up a 
sound relationship and greater 
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WALTER A, DOW 


business with all his customers. 

Just to show you that Mr. 
Dow's kit of gadgets is nearly 100 
per cent effective in making a 
sale—not long ago, while cooling 
his heels in a customer’s reception 
room, he began showing his col- 
lection to another salesman, It was 
just by way of keeping the con- 
versation going, but before long the 
competitor had turned customer 
and bought an item or two out of 
the kit bag. 

They revere Mr. Dow for his 
years at C & F, 
healthily respect him as a more 
than capable and competent co 


but they also 


worker. Possessed of a knack for 
super diplomacy, he puts over his 
point in making suggestions to the 
others. His knowledge goes be 
yond that of the ordinary catalog 
and when there is a tough ques- 
tion to be answered the first 
thought is usually, “Ask Mr. 
Dow.” His hearing is perfect, so 
many of his contacts are main- 
tained by telephone. 
his eyesight that he can make out 
the most minute markings on files 
where younger eyes will fail. 

If he has a fault it must be mod- 
esty, and because of it he will likely 
say that this report has played fast 
and loose with the truth. But I 
say he’s remarkable, a star sales- 
man to whom the youngsters com- 
ing up might well hitch their wag- 
ons. And perhaps the boys who 
are getting on past 40 and are 
worried may get a lift out of all 
this, too. 


So perfect is 
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After two years of ageing, hogsheads of tobacco enter this The machine at the right carries burley tobacco through a sugar 
Thermo-Vactor where steam is forced into the hogshead. The solution, from which it ts carried up on prongs to the dryers at 
supply man’s part of this operation is pipe, valves, fittings, con- the left where its moisture content 1s reduced. Notice conveyor 
veyor equipment and other steam specialties equipment, pipe valves, fittings, power transmission items. 


ORDERS GO UP IN SMOKE 


WITH THE AMERICAN PUBLIC con- rette manufacturers spend about methods and equipment turn a leaf 
tentedly puffing away at the rate of 900 million dollars yearly calling of tobacco into a swell smoke. Fol- 
some 150 or more billion cigarettes upon the distributor for everything low the pictures in their natural 
a year whose value is in excess of from cotter pins to conveyor sys- sequence, see how your smokes are 
a billion dollars, tobacco plants tems. The pictures on these two made—and what it takes by way 
present another mighty market for pages taken at the new Philip of orders from you to keep the 
suppliers Morris factory in Richmond, Va., wheels going round in this up-to- 
For supplies and materials, ciga- vive a clear idea of the way modern date plant. 


Attendants add ingredients on moving conveyor to make well-balanced blend. Blending table 
is equipped with variable speed transmission, flat conveyor belt and roller conveyor or chain 


~ 
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This close-up of the air conditioning 
plant gives an inkling as to what is 
needed in the way of packing, valves, This complex machine turns out cigarettes at the rate of 1250 per min. To- 
pumps, pipe and fittings, pipe cover- bacco ts fed into the machine where it is rolled onto paper that is stamped, cut 
ings and cement, motors, controls and and drawn onto a belt, weighed automatically and delivered ready for pack- 
other equipment aging to the operator. The girl at the right is checking the machine's accuracy 


wi mae 
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Under heavy pressure, such flavoring ingredients as rum, honey, maple sugar, etc., are sprayed on the dropping 
leaves as they spiral out of the cylinder. Notice the spray equipment, hose and connections, valves and other items 


Rotary cutting machines like this one Even more ingenious than the cigarette-making machine is the packaging ma- 
slice the tobacco to cigarette size chine which counts out exactly 20 cigarettes from its hopper, wraps them in 
after it has gone through the blend- foil, then builds a wrapper around them and automatically stamps them. Ma- 
ing processes chines such as these offer a fine market for machine replacements parts 








Corner in the Manning warehouse. 


SELLING 





Modern developments have resulted in so 


many types and kinds of packing that a large stock is necessary to meet all 
the various conditions and sometimes the whims of users 


WHEN A NEw distributor’s sales- 
man, or even a salesman of ex- 
perience, first takes up the pack- 
ing line, the number of items and 
the variety of applications seem 
so great that he thinks he will 
never get to the bottom of it. In 
one representative manufacturer's 
catalog there are 254 catalog num- 
bers. Eighty-five pictures of lead- 
ing types are thought necessary to 
give a comprehensive visualiza- 
tion of the line. 

How, then, can the supply sales- 
man tackle the job of selling pack- 
ing intelligently? I have found it 
to be of great help to first decide 
upon the basic forms of packing, 
and think of the line in terms of 
groups. Let’s forget, for the pur- 
poses of this article, such special- 
ized types as high-pressure hy- 
draulic packings, and stick to the 
common types used by every steam 
plant and every industry. They 
are: (1) Asbestos rod packing; 
(2) Cotton duck and rubber pack- 
ing; (3) White friction hydraulic 
packing; (4) Asbestos and red 
rubber sheet packing. 

If you recommend one good 
type in any of these four categor- 
ies for a packing problem coming 
within its province, you can feel 
safe in at least not having pulled 
a boner. All the subdivisions of 
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these basic types represent special- 
ized ideas on the subject, and you 
will gradually learn them as you 
go along. But get the four groups 
in mind first. 

The next thing to consider is 
applications. I mean particularly 
the substances to be handled. If 
you can get a simple classification 
established here, it will more than 
enable you to present your line 
with intelligence. I got con- 





PACKING 


First, classify your basic 
knowledge and rout the bug- 
bear caused by variety of 
items and applications — Then 


go out to “create” business 


along with your regular sales 





BY E. A. THIRKELL, MANNING 
PACKING & SUPPLY CO., PORTLAND, 
OREGON 





The plant engineer is the man to sell on packing. He knows his business, but 
he is also prone to have his pets among all the various types and kinds of 
packing that the manufacturers have devised for him. The salesman must 
learn what his leanings are toward certain types, then meet the requirements 


out of his own line 
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ADE SIMPLE 


siderable help from this tabulation: 

PACKING USED FOR RECIPRO- 
CATING Rops AND PLUNGERS— 
(Classify Globe and Angle Valve 
Stems as Reciprocating Rods )— 
(1) Steam—high pressure, inter- 
mediate and low; (2) Water—hot 
and cold, including water and non- 
corrosive substances; (3) Brine; 
(4) Ammonia; (5) Acids and 
caustics; (6) Air; (7) Gas; 
(8) Oil—hot and cold; (9) Gaso- 
line and light oils; (10) Asphaltic 
and tar products. 

PACKING FOR ROTATING SHAFTS 
—Same applications as above, 
only leave out “Air” and “Gas”. 

SHEET PACKING 
kinds of gasket work. 





Used in all 


“You don’t have to 
know everything 
about packing all at 
once. Here are three 
samples, a high- 
pressure steam as- 
bestos rod; a duck 
and rubber; and a 
white friction hy- 
draulic. They fit the 
average job any- 
where. If you were 
on a desert island 
with these three and 
some other stuff, you 
could build a power 
plant.” 


With such a table we can begin 
to look not only for the ordinary 
business but for business that can 
be created. 


Suggesting a Sale 


As a case in point, the engineer 
in a dairy products plant told me 
they used paper in their milk line 
connections. Why should they use 
paper for gaskets on flanges? Here 
is a watery, non-corrosive sub- 
stance. Why not use sheet rub- 
ber packing instead? Further 
inquiry showed that the applica- 
tion was in the skim milk drying 
department where there was no 
sanitary regulation requiring paper 
to be used. It was finally decided 





“It takes a lot of samples just to show the highlights of asbestos, cotton 
duck and rubber, white friction and hydraulic, and the sheet packings,” says 


Mr. Thirkell. 





to try out sheet rubber packing in 
that part of the plant. 
Keep in mind the reciprocating, 


rotating and static applications 
and the simple table of substances 
to be handled. Then keep your 
eyes open to everything in the 
plant that involves a reciprocating 
rod, a turning shaft or a flanged 
union and find out what substance 
is going to come in contact with 
the surfaces involved. Soon you 
will know all the ordinary applica- 
tions in that plant where you can 
push your product. 

Simply explained, asbestos is 
used against heat and acids; cot- 
ton and duck against water, am- 
monia and non-corrosive sub- 
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No wonder the salesman new at the game is pussled 


stances; rubber (friction hydrau- 
lic) for pistons and inside-packed 
pumps; asbestos and red rubber 
sheet for all-round gasket use. 

The plant engineer is the man 
to sell on packing. Naturally, he 
knows the essential features of the 
But it 
cannot be assumed that he re- 
members and always has in mind 
these various points. 


various kinds of packing. 


Recent Developments 


For example, thickness has been 
brought down. One-eighth inch 
sheet packing used to be standard, 
then 1/16th inch, and today 1/32nd 
inch is used wherever possible. 
This is because the gasket is the 
weakest part of the joint and the 
smaller the amount of “edge” 
exposed the better the joint will 
be. There is one plant in this 
city where it is impossible for the 
maintenance men to draw from 
the store any thickness of packing 
above 1/32nd inch without a writ- 
ten order from the chief engineer. 

In selling, be very careful about 
telling the customer the result that 
some other plant may be getting 
with your product. While this is 
a strong selling argument in the 
case of many other products, it 
does not hold so well with pack- 

(Continued on page 103) 
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THE P.A. s BUSY DAY: 


Topay's purchasing agent has been varying moods as occasion demands. of just what a p.a.’s facial expres- 
accused of being everything from a Frank Kulow, capable and widely sions and reactions are during the 
tight-fisted Scotchman to a cantan- known purchasing agent for Willard day. Pictures originally appeared 
kerous old billy goat. Actually he’s Storage Battery Co., recently posed in The Midwest Purchasing Agent 
just as human as the rest of us, prob- for a series of candid camera shots and are furnished through the cour- 
ably works a little harder and has his_ to give us all a pretty clear idea tesy of its editor, R. R. Ricker. 





“Good morning! Good morning! What’s in the mail?”. 


A salesman The old story—unconvincing and dull. 
intrudes 


“IT don't like this guy!” 





I'm glad he’s leaving—“Sure I'll keep Now let's see, how can we get more That’s sure a tough assignment from 
you in mind” efficiency here? the boss 





I think I can lick it though. Yes, by I’m going to get tough with these sales- Ho—hum ... 5 o'clock, guess I’d 
golly, I'll show him how! men. Like this better head for home! 
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Here's the only place where 
you can eat your cake and 
have it too. For every dollar 
he pays you for safety equip- 
ment, your buyer gets back at 
least two 


BY E. J. TANGERMAN 
TECHNICAL EDITOR 





Safety shoes save feet—and that 
saves doctor bills, lost time and com- 


pensation. If your prospect has men 
handling heavy metal parts, he'll be 
interested 


A MILLION A YEAR for accident 
prevention! Seems like a right 
handsome piece of change, doesn’t 
it? Still, one company spent that 
much for years. The company, 
United States Steel. 

Did it pay? One U. S. Steel 
executive said: “Employees bene- 
fit from safety, and believe me, 
management does too. . . . From 
1906 to 1936 we spent $24,860,540 
on safety work, including safety 
devices and the salaries of safety 
directors. During those years we 
prevented 8,099 fatalities, 75,180 
injuries which would have neces- 
sitated the loss of 35 or more days 
from work, and 612,814 disabili- 
ties of shorter duration. 
on the cost of settling similar acci- 
dents, our saving during these 
thirty years was $117,224,238. 
There may be an element of error 
in these figures—even if they are 
50% wrong, at least we got back 


Based 


PLAY SAFETY—IT PAYS 
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It’s better to be safe than sorry— 
and that’s where you come in. This 
one picture shows eleven—count ’em 
—press guards in Rouge plant, Ford 
Motor Co. 


the dollar that we paid for safety 
and another with it. I don’t think 
anyone has to blush before his 
Soard of Directors for an invest- 
ment of that kind.” 

Sure, that’s a big company, but 
the same thing goes for small 
ones. Take Carpenter Steel as a 
case in point. Its safety work was 
$8,665 one year and $6,838 the 
next, including dispensary salar- 
ies, supplies, guards and educa- 
tional work. But the compensat- 
tion the company paid, including 
hospital and doctor bills, dropped 
from $8,474 the first year to 
$3,265 the second. That’s a clear 
return of dollar for dollar. Acci- 
dent prevention cost for this com- 
pany, as for many others, now 
averages a half cent per payroll 
dollar. 

That last one is an interesting 
figure to remember, because it 


(Continued on page 93) 
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WORK ACCIDENTS 1931-35 
Courtesy National Safety Council 
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NEW ENGLAND 
EYE-OPENER 


PURCHASING AGENTS came to Boston March 13 and 14 
to view the dramatic displays set up by manufacturers 
and distributors in the main ballroom, Hotel Bradford. 
The occasion was the industrial exhibition sponsored by 
the New England Purchasing Agents Association. <A 
roving cameraman snapped the pictures on this page show- 
ing several of the distributor crews that were active in 
the show. 
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A. L. Von Rehberg and H. J. Lewis, Braman 
Dow, attempt a selling job on J. F. O'Brien 
(Yarnell-Waring) and N. A. Miller (W. F. 


Schrafft & Sons) 


F. A. Gray (Lewis Shepard) listens to the selling 
song of A. E. C. Carpenter and Tom Kenneally 
(both Chase, Parker) 


Crowding up the Butts and Ordway booth for a 
hoist demonstration are, foreground: R. M. Kim- 
ball (Foxboro) and Bill O'Connor (Shaw-Bo-x) ; 
background: F. P. McGinty, Marsena Butts, A. L. 
Brayton (all Butts-Ordway), J. F. Hodge, Jr. (Buf- 
falo Fire Appliance), H. F. Silsby (Carborundum) 








Bob O'Donnell, center, and Curt Blood, right (both Cutter, 


IVood and Sanderson) find an interested prospect in A, 
Field (p. a., Simonds Saw) 


Not child's play, but part of a clever Lewis E. 
Tracy demonstration put on for Bill Shields, right 
(Standard Pressed Steel) by Howard Abbott and 
George Hyde (Tracy) 
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EXCELLING the two shows previously 
staged by that company—which is a 
feat in itseli—the third industrial ex- 
hibition of the Buhl Sons Company, 
Detroit, presented in the Buhl Ad- 
ministration Building February 22, 
23 and 24, was a marked success. 
The 110 manufacturers who ex- 
hibited their wares in attractive and 
educational displays formed what is 
probably the number who 
have yet appeared in a single dis- 
tributor’s show. The 


largest 


exhibit was 
also distinguished by the total at- 
tendance—4,000 estimated—and by 
the status of the visitors. Purchas- 
ing agents, engineers, plant officials 
and others identified with the use, 
selection and purchase of industrial 
supplies, equipment and tools turned 
out in gratifying numbers and mani- 
fested keen interest in the displays. 
These men came from the nationally 
known larger plants of the motor 
city and other cities in the area 
covered by Buhl industrial sales ac- 
tivities, as well as from the smaller 


vice-president and general 


Dewey and W. K. 





Left to right—C. H. Buhl, Buhl Sons Co. president; W. A. 


manager ; 
Packard Motor Co., and William P. Bridges, Buhl’s industrial sales manager 


Irving W. Lemaux, Jr., Indianapolis Brush & Broom Mfg. Co., 


BUHL SHOW OVER TOP 


Crowds -jammed industrial exhibit of Buh! Sons Co., Detroit. 


Enthusiasm and interest centered around educational displays 


shops, factories, and public utilities. 

Where past Buhl shows were con- 
fined to the roomy first floor of the 
Administration Building, this year’s 
exhibits spread upward into a large 
display 
Directly 
story exhibit room was another spa- 


room on the second floor. 


across from the second 
cious section, in which refreshments 
were served to visitors. 

A total of 140 door prizes, dona- 
ted by given 
out—one-third being awarded each 


manufacturers, were 


evening. 
which was under the 
direction of William P. Bridges, in- 


The show, 
dustrial sales manager, was preceded 
by a program, carefully planned, to 
bring in to the exhibit those who 
would have a real interest in the 
products on display. The plan in- 
cluded mail invitations to a selected 
list, followed up wherever possible 
Buhl 


gave each individual a coupon to be 


personally by salesmen, who 


presented at the door upon entrance 
to the show. 





James Ralston, purchasing 


Reglien, Buhl’s 
agent, 


with Floyd 
McGreevy, both of Yale & Towne, at the Indianapolis 
Brush display, during a moment’s lull at the Buhl show 


R. T. Suddendorf, The Witt Cornice Co. 
(right), with L. L. Kordenbrock, Emerson 
Electric Mfg. Co. : 



















R. W. Morrison demonstrates a “Thor” port- 
able electric tool, with Lee Mulrooney and Bill 
Stoner also of Independent, and H. A. Lind- 
holm, Crescent Tool Co. looking on 





IW. P. Ross (center), Standard Tool Co., with 
a group of visitors and two associates at the 
Standard Tool booth 
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Panorama of New York World’s Fair showing Lagoon of Nations between C 


Symbols of the New York World’s Fair 


If you're planning on attending the 
finest cruise convention ever held, 
just a reminder—only 175 more can 
be accommodated on the S. S. Mon- 
arch of Bermuda. Open for reserva- 
tion at present are: one suite on the 
Sun deck; several inside rooms on 
“B" and "C" deck at $110-$100; 
some good outside rooms on “E" 
deck at $90, and ample inside room 
accommodations on “D" deck at mini- 
mum rates of $60-$70 


* 
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Sooner or later the World's 


Constitution Mall and the Court of Peace 


Fair bug'll get you . . . Come to 


New York a few days before the convention, do the Fair, then 


sail on one of the best trade outings you've ever had 


New York Worwp’s Fair, now 
readying itself for the April 30th 
opening will be going great guns 
when the convention cruise date 
rolls ’round. Whether you attend 
the Fair for a good time or to learn 


something about the World of To- 
morrow, it'll all be there in the 
1,216 acres, just ten minutes from 
Manhattan. 
Pointed out as “the greatest 
(Continued on page 102) 


Conventioners in full flight to Bermuda can spend many a happy hour in 
pleasant relaxation in deck chairs aboard the Monarch 

















Speaking of V-belts ... 


1. Is a v-belt really a v-belt—in 
other words, is it really v-shaped? 


2. Should you say “v-belt”, or 
“v-belts”, in referring to a drive? 


3. Upon what factors does num- 
ber of v-belts in a drive depend? 


4. How many v-belts may be 
used on one drive? 


5. Of what materials are v-belts 
usually constructed ? 
6. Of what is the cross-section of 


a v-belt bent around a pulley made 
—that is, what are the zones? 


7. What is the function of the 
outer zone? 


8. How about the center zone? 

9. And the inner zone? 

10. What is the major principle in 
designing cording of a v-belt? 

11. Is there any disadvantage in 
heating a v-belt in service? 

12. If so, where does such heat- 
ing cause most trouble? 

13. Can a v-belt be driven by a 
flat pulley? 

14. Can a v-belt drive a flat pul- 
ley? 


15. How does it transmit power? 


16. Is the top surface of a v-belt 
level with, or below, the top surface 
of the sheave? 


17. Does the v-belt touch the bot- 
tom ot the sheave groove? 


18. What happens if the v-belt 
rides on the bottom of the sheave 
groove, and what causes it? 


19. Are grooves standardized on 
v-belt sheaves? 


20. If the driving sheave is smaller 
than the driven sheave, does that 
affect groove angle? 

21. How many standard 
sections of v-belts are there? 

22. Do all belts meet standards? 


cross- 


23. What are the principal advan- 
tages of v-belt drives? 


OA. f2977ER FON _» 











24. What are the most efficient 
speed ratios? 


25. Can these ratios be exceeded 
without serious loss of efficiency ? 
26. What are good regular per- 
formance figures on creep and slip- 
page? 
(Answers on page 88) 


Sam Supplier Goes Log-Rolling 


Reading about the feats of the boys 
who roll logs in the great out- 
doors, Sam Supplier got all het up 
with the urge to show his skill too. 
Out back were forty sections of cor- 
rugated-iron culvert pipe that had 
to be moved anyway, down a slight 
incline. Sam found that he could 
move ’em by walking from one end 
to the other as they rolled down the 
slope. Assuming that 259% of the 
pipe is 30 in. in diameter and 10 ft. 
long and each section is rolled 10 
yards, and that the rest is 2 ft. in 
diameter, 12 ft. long and is rolled 
15 yards, how far has Sam walked 
when he gets the job done—assum- 
ing that as he finishes walking each 
section he goes straight back up to 
the top of the incline to walk the 
next ? 

(If you've forgotten about hypote- 
nuses, square roots and such, better 
check the answer on page 90.) 




















"Oh, nol We don't dress this way every day—the boss is giving a party 


after work.” 
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100 = Average Monthly Sales, 1923-1925 





SUPPLY SALES 


The short month of February saw the sales indicator 
rise to an even 100, highest point reached in over a 
year. Pacific and Middle Western states showed in- 
creases while the Western section took a dip to 76. 
Northern and Southern areas sideled off a bit. Orders 
per day jumped up 10 points to 98 while the average 
size of order dropped slightly to $15.58. 


DOLLAR VALUE, AVERAGE ORDER ORDERS PER WORKING DAY 
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@ It doesn’t take long for a worn-out 


or inefficient floor brush to waste $20 





of a sweeper’s time. A new Osborn 
Brush selected to meet job conditions 


may cost only $2. 





How many brushes are wasting 


a ~~ Ss 
wage-money” in your plant, either 





because they have outlived their 





efficiency or because they never were 






PROTECT THOSE 


i 


TAKE NOUR CHOICE 


HOURS SPENT WITH BRUSHES 





ELL T 





correctly matched to job conditions? 

Standard Osborn Brushes cover a 
wide scope of production and main- 
tenance brush needs. Osborn and the 
Osborn Distributor in your locality 
can help you select the right brush 


for each job. Ask about it! 


Tue Oseorn Manuracturine Company 
S401 HAMILTON AVERUE . CLEVELARD, On10 
Sales Offices: New York * Detroit * Chieage * Sen Francie 





BRUSH 
CAV LCE. 


AND WATCH YOUR BRUSH BUSINESS GROW 


@ You'll recall the famous sales suggestion: “Don’t sell 
the steak, sell the sizzle!” 


“Brush Conscious” Salesmen apply the same idea 
when selling Osborn Brushes. 


A busy prospect or customer may be too busy to 
talk about “just brushes.” But, if he is “on top of his 
job,” he will listen to an idea about how Osborn Brushes 
can save his company money. 


One of many such ideas used by “Brush Conscious” 


THE MOST EXTENSIVE LINE OF 


INDUSTRIAL BRUSHES 


Salesmen is presented in the full-page Osborn adver- 
tisement in the April issues of leading industrial 
publications. This advertisement is reproduced in 


miniature at the top of this page. 


Join the ranks of “Brush Conscious” Salesmen who 


use “money-saving” ideas to build worthwhile volume 


and repeat business with standard Osborn Brushes. 


THE OS80RN MANUFALTURING COMPANY 


5401 HAMILTON AVENUE . 
Sales Offices: New York . 


CLEVELAND, OHIO 


Detroit + Chicago . San Francisco 


SERVING ALL INDUSTRIES 
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SALES TIPS 


FROM THE TRADE PRESS 


Because of space limitations, most items appearing in 
this department have been reduced to their elemental 


facts through digesting. 


Where the reader's interest 


is particularly great, we recommend that the article 
be sought out and read in detail in the paper where it 


originally appeared, 


Every Tool in Its Place 


Plants carrying a stock of special 
tools, drills, taps and dies often have 
difficulty storing them and still per- 
mitting ease of selection. 

One plant has solved this problem 
by building shelves fairly close to- 
gether and slanting them toward a 
center support. Along the under 
side of each of these shelves a lamp 
socket is mounted. This light is 
controlled by one of four toggle 
switches at one end. 

To hold the drills three 2 by 6-in. 
wooden boards are drilled along the 
top with holes in which to insert the 
drill. Opposite the drill hole a shal- 


low circular hole was drilled in which 
to insert a box knockout on which 
has been punched the size of the 
drill above it. These boards were 
then stepped on wedge shaped sup- 
ports, as shown in the illustration, to 
provide free access to each drill. For 
large taps the plank, already drilled 
commodate the various sized 

split down the middle, mak- 

eries of grooves in which the 


taps re 


The visible arrangement permits 
quick inspection to see that tools are 
returned to their places, saves time 


lost fumbling through miscellaneous 
g 
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assortments of tools in boxes or draw- 
ers, and has a tendency to stimulate 
neatness among shopmen.—Electrical 
Contracting, March, 1939. 


Thirteen Ways 
To Lose an Order 


1. Don’t bother to prepare for an 
interview—dash right in to see the 
prospect. Some inspiration about 
what to say will probably turn up. 


2. Even if you don’t know your 
buyer very well, greet him informally 
and call him by his nickname. That 
gets things off to a good start. 


3. Start out by running down 
your competition. Leave no doubt 
that they're all crooks. 


4. If you're short on figures and 
facts, plenty of good, high-sounding 
adjectives will get the prospect lath- 
ered up about placing the order. 


5. If the buyer says something 
you disagree with, by all means start 
an argument. 


6. Talk for a while about politics 
and the economic situation before you 
get down to business. The prospect 
will thus have an opportunity to get 
a lot of gloom off his chest. 


7. When the prospect asks a com- 
plicated question about your product 
tell him you'll have the house send 
him all the facts later. 


8. Even if your portfolio is pretty 
frayed and dirty by this time, make 
the buyer look at it anyway. 

9. If the buyer is already sold 
and asks you to call back in two 
weeks, don’t hurry to get out. Sit 
around and wear out your welcome. 

10. Unload all your own troubles 
on the buyer’s desk. Misery loves 
company, and if both of you have 
the blues you'll have a swell time. 

11. If the prospect has a justifiable 
complaint against your product, skate 
around it. Adjustments are a nui- 
sance, and maybe he’ll forget it. 


12. When a buyer once says “no” 
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take him at his word and accept your 
defeat—even if he is a logical pros- 
pect for your product. 


13. Turn pale and run like the 
devil when the buyer says your price 
is too high—from Sales Manage- 
ment, February 15, 1939. 


Improve Your Selling by 
Visual Presentation 


At a recent conference in Chicago, 
213 sales managers were used as 
guinea pigs in an effort to show how 
much more effective a visual sales 
presentation can be than an oral one. 

The test indicated that even with 
a highly intelligent and attentive au- 
dience composed of sales executives, 
the dramatized message is eight times 
as effective as the oral message in 
getting over a sales point. There is 
nothing new and startling about this 
except that it is important to know 
how much more effective a visual 
presentation is than a speech. 

Of course, a salesman can’t very 
well carry an overhead crane around 
and lay in on a man’s desk as though 
it were a tooth-brush or a can of 
coffee. But he can lay a well de- 
signed visual presentation of his 
product before the buyer. The well 
designed catalog in the prospective 
buyer’s hands helps him to buy when 
he is in the market. Similarly, when 
a sales representative uses his com- 
pany’s catalog in his sales efforts, his 
chances of selling are many times 
increased.—Re printed in Sales Scrap 
Book, March, 1939. 


Maxims of a Star Salesman 


Always be courteous in the face 
of discourtesy. 

You'll get further by out-thinking 
a prospective buyer than you will by 
trying to out-talk him. 

Say nothing when you have noth- 
ing to say, and keep on saying noth- 
ing when the prospect has something 
to say. 

Good listeners make more sales 
than good talkers. 

You can’t buy confidence and re- 
spect with profanity and vulgarity. 

Never mind the business outlook. 
3e on the lookout for business. 

Confidence is the backbone of all 
business. Don’t do or say anything 
that would tend to destroy confidence 
in yourself or your company. 

You are not dressed for work until 
you put on a smile. 

—Policy Sales 
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TEMPERED STEEL SPRING LOCK-TIGHT SEAT 


THE ALEMITE HYDRAULIC FITTING — 
THERE’S NO OTHER LIKE IT 


a When you choose Alemite Hydraulic Fittings to safe- 
ni guard important bearings, you are getting the best, most 
dependable fitting that has yet been made. Case-hardened 
to resist breakage—cadmium-plated to resist rust—every 
fitting individually inspected and tested! Accurately engi- 
neered by the originators of pressure lubrication to give 
your machines maximum protection! 
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HERE’S HOW HYDRAULIC GUN WORKS 
ON HYDRAULIC FITTING 


See how the coupling of the Alemite Hydraulic Gun grips 
the nose of the Alemite Hydraulic Fitting to form a leak- 
proof seal—a seal which grows tighter as pressure is in- 
creased! Gun may be arced as much as 18° in any direc- 
tion without breaking the seal, for greater convenience 

? 3 in reaching remote bearings. 





HYDRAULIC FITTINGS 
AVAILABLE IN ANGLES 


Alemite Hydraulic Fittings 
are made in all desired angles 
. to facilitate the lubrication of 
remote bearings, and are 
cyanide hardened to stand up 
under severe use over a long 
period of time. Every fitting 
must stand rigid factory in- 
spection before shipment. 


ALEMITE HYDRAULIC GUN 
MODEL 5586 


Holds 9 oz. semi-solid lubricant; quickly filled through 
filler-type handle with Alemite Filler Tank; easily oper- 
ated with one hand—can't slip off fitting. Delivers pre- 
determined quantity of lubricant at each shot; up to 10,000 
Ibs. pressure per sq. in. Gun coupling has three jaws 
which grasp fitting on contact, forming leakproof seal. 
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ALL THINGS CONSIDERED, the 
rubber plants are stretched to their 
utmost along about now. For you its 
pulleys, belts, sprockets, chain, electric 
cable, switches, motors, reducers, and 
such. And those lovely rubber shapes 
are cured in dies and on mandrels made 
by nicely equipped machine shops—if 
you've sold ’em files, chisels, grinding 
wheels, milling cutters and machinist’s 
(Ah! Spring is here —the sun 
shines on my naked pate as I write! ) 


tools. 


THE BIG BROTHERS of those 
maintenance machine shops—the tool 
plants—are busy, too. Every kind of 
hand tool, from hammers to die stocks, 
and taps to shovels, is coming off the 
line at the year’s top clip. That means 
more mechanical transmission, machin- 
ist’s tools, strip-steel reels, and all the 
accessories for machine tools. 


SPEAKING OF MACHINE TOOLS 

the index of machine-tool orders has 
been on its way up for five months past, 
and is now higher than at any time in 
over a year. Small tools, power tools, 
grinding wheels, belts and gears—even 
slushing compound, carpenter’s chalk, 
and waste should be going good there 
now. (A robin! Trilling his heart out 
right over my head—why, the dirty 
little %#@! One of his trills got me! ) 


TEXTILE PLANTS have been 
humming, so now they’re after more 
machinery. On your way back from 
selling them wrenches, bolts and such 
to help get the new stuff in and keep 
the old running, stop by in a textile- 
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APRIL 20 TO MAY 20—TAURUS, THE BULL 


If this is your sign, astrology says you're self-reliant, hard- 


working, quiet, practical, sincere, sympathetic, reliable and c a : a 
trustworthy. Executive work is your dish. You can even fey - 
make money—for somebody else. You're fond of pleasure, = }| xX 

love beauty in nature, art, music and literature. You get SCs 4 Sq, 
mad as a bull and are bull-headed as Hell, but you like wo] NO 
flowers like Ferdinand. Maybe you should peddle flowers, Satara) Fp , 
my aht-loving order-chaser! No bull, maybe you should! ei ges 
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machinery plant and suggest hand and 
precision tools, bolts and nuts, set- 
screws and oil cups, chain and belting. 


FARMERS ARE CHECKING on 
water for their new young stock. The 
old windmills are squeaking their last 
squeak—so windmill makers are busy 
building new ones. Meaning (to you) 
strip steel, pipe, rivets, welding rod, 
paint brushes, stove bolts, gears and 
shafting. (Windmills—ah! Here comes 
a Spring zephyr now. What the 
H-—--! There blow all my notes! ) 


SPEAKING OF ZEPHYRS, those 
railroad cars we told you about last 
month need locomotives to pull ’em. So 
builders are hitting tops for the year. 
Sell ’em wrenches and sledges, piping 
and fittings, valves, taps, insulation, 
gages, welding rod and hoists. 


GOVERNMENT PUSHING, new 
orders from France and England, all on 
top of private contracts, have the avia- 
tion plants up to their ears. They need 
everything from buffing wheels to bend- 
ing brakes, from lacquer sprays to 
socket wrenches. (There’s the Clipper 
now! Nope—it’s more wind, and, hey, 
a drop of rain! ) 


Tuis SprRING sUNLIGHT (By the 
way, where is the sun all of a sudden? ) 
shows up bad spots in carpets and 
rugs. Carpet and rug mills hurry to 
meet the demand. They should be 
pushovers for replacement parts, belts, 
hoisting and handling equipment, 
racks, trucks, wheelbarrows and dollies. 





YOUR FORTUNE 


Taurus Makes You Magnetic and Gives You Power—If You 
Don’t Get Cowed. Here’s What To Sell—And To Whom In April 








NEW POTS AND PANS in the 
kitchen, new lunch buckets in the shop, 
new stamped and enameled ware every- 
where. Try plants on punches & dies, 
welding and_ soldering equipment, 
supplies, shop tools. (Who said Spring? 
No sun and it looks like——Hell, it IS 
rain! Me and my typewriter are 
soaked! ) 


THAT REMINDS ME—ship and 
boat building are at top speed now, for 
everything from skiffs to battleships. 
Portable tools, riveting chisels, caulk- 
ing tools, dies, hose, fittings, and such 
are needed—if you get there first. 


RAILROAD ROADBEDS take a 
beating from Winter freezeups and 
Spring rains (I bed they ged code ad 
wedd too; b-r-r—r-r!) Sell ’em spike 
mauls, sledges, shovels, picks, track 
tongs, rail drills, long open-end “rail- 
road” wrenches, spikes, crowbars, and 
such. (Sprig! Ahchoo! Thad wadden 
doe Abril shower—thad wad a cloud- 
burst! Oh, oh—here cubs the Missus 
with boilig wadder ad casder oil! ) 


BROOKMIRE SERVICE (just so I 
sound authoritative) picks out these 
leaders for the best year since 1929 
(Achoo! Ouch, Wobban, thad wadder’s 
hod!) Construction (particularly resi- 
dential), aircraft, railway equipment, 
automotive, electrical, machinery, chem- 
ical, steel, copper, nickel, rayon, rubber, 
oil—stibulating the udilidies ad the 
railroads (Jeebers creebers! Now the 
dab tybewrider has a cod doo! This 
dab wedder! Ahhh—CHOO! NUDDS, 
I’be goig do bed dill Subber! )—E. J. T. 




















PRODUCTS 


Compensated Belt 
Conveyor Belt 
Standard Belt 


Paper Mill Hose 
Sand Blast Hose 


Sand Suction Hose 
V-Belt 


. Spray Hose 
Acid Hose Steam Hose 
Air Hose 

Water Hose 

Brewers Hose Air Tubi 
Contractors Hose » ne 
Creamery Hose Dredge Sleeves 
Fire Hose Chute Lining 


Launder Lining 
Industrial Brake Lining 
and Brake Blocks 
Textile Mill Specialties 


Garden Hose 
Hydraulic Hose 

Oil & Gasoline Hose 
Packers Hose 


OTHER MANHATTAN 
PRODUCTS 


Suction Hose Molded Rubber 
Oil Hose Goods 

Other Grades of Hose Ojjjess Bearings 
Packing 


Matting Belting of Every 


Pump Valves Description 
Tubing Molded Hose for 
Washers Every Service 


Condor Whipcord V-Belts on large electric-driven slush pump in Oklahoma Oil Field. 


Create Their Own Re-orders 


IT’S easier to sell performance... that’s why you will 
find it more profitable to stock and push Condor Whip- 
cord V-Belts. They do a real selling job on industry’s 
drives by delivering the kind of power and service that 
brings your customers back satisfied. 





You can sell Condor Whipcord V-Belts convinced that 
they’re built for low cost, highly efficient production. 
It’s that original Manhattan design—strong endless 
whipcords in the neutral axis area—that let Condor 
Whipcord V-Belts drive over small sheaves, take 
overloads in their stride and keep the wheels everlast- 
ingly turning—all with minimum internal heat, stretch 
and side wear. Write for details of the Manhattan 
Franchise—it is a franchise to profit for many jobbers 
who are not only stocking and selling Condor Whipcord 
V-Belts but the complete Manhattan & Condor line of 
transmission belting, hose and molded rubber goods. 


THE MANHATTAN RUBBER MFG.DIVISION 


A RY of 
\ QQ Warm fi 
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OF RAYBESTOS-MANHATTAN, INC. 
EXECUTIVE OFFICES AND FACTORIES 









TEN YEARS AGO IN MILL SUPPLIES 


GUY W. DONAHUE WITH COL. CHAS 

H. TENNEY, ACQUIRED THE CONTROL- 
LING STOCK [NTEREST IN THE E.S. 
STACY SUPPLY CO., SPRINGFIELD, 

MASS., AND BRIERLY- LOMBARD 
CO., WORCESTER, MR. DONAHUE 
HEADING THE NEW ORGAN- 
IZATION, HE HAD FORMERLY 
BEEN VICE PRESIDENT AND 
GENERAL MANAGER OF THE 
TWO COMPANIES. 


WITH 34 YEARS 
W SERVICE WITH 
LINK BELT 


BECAME VICE 
PRESIDENT OF 
THAT COMPANY. 
WITH HEADQUART- 
ERS IN IND/JAN- 
APOLIS, IND. 


ff ie. £. Os ts 
y é : y ya 
[a sei — 
— Te : “ 


C.B. BARTON STARTED AS A STENOGRAPHER 
FOR THE PITTSBURGH GAGE & SUPPLY CO, 
sil IN THE APRIL,IO29 ISSUE OF MILL SUPPLIES 
ell THE STORY OF HIS RISE TO THE VICE PRES- 
{DENCY AND GENERAL MANAGERSHIP OF 
THAT ORGANIZATION WAS TOLD. 


NEWS ITEMS 


PLANS WERE UNDER WAY TO OPEN AT 

MASSILLON, OHIO, A BRANCH OF THE 
HARDWARE AND SUPPLY CO., AKRON. / 
@@e@ DEATHS WERE ANNOUNCED OF . a 

EDWARD LUPTON, DAVID LUPTON'S SONS os A F LEWIS H. BROWN WAS 
CO., PHILADELPHIA; AMOS kKISSEL RAUB, MNS / £5. CHOSEN PRESIDENT 
RAUB SUPPLY CO, LANCASTER, PA,; ... ws OF JOHNS-MAN VILLE, 
THEODORE F. MERSELES. JOHNS MANVILLE, \\ Sem WM. R, SEIGER BE- 
NEW YORK, AND REUBEN H, DONNELLEY, ' COMING CHAIRMAN 
R. R. DONNELLEY &. SONS CO., CHICAGO. OF THE BOARD. 
e@@ WITH DUE CEREMONY, THE GEO \ HENRY W ARMSTRONG 
WORTHINGTON CO., CLEVELAND, OB- WAS MADE PRESIDENT 
SERVED ITS [OOTH ANNIVERSARY. OF THE JOSEPH DIXON 

CRUCIBLE CO. 























IKE many another leading jobber, 
Mr. Lee McCallister, Vice- 
President of the Baldwin Supply Co., 
Charleston, W. Va., finds that buyers 
stay sold on the J-M line. And he’s 
had 10 years of steadily growing 
business with J-M Packings. 

The outstanding performance 
these packings give on every job is 
a big factor in bringing customers 
back. Unusually durable, they stand 
up under tough service conditions for 


exceptionally long periods of time. 
Their economies build up good will 
with buyers . . . result in more profits 
for you. 

And your selling job is made 
easier because of Johns-Manville’s 
policy of working for its distributors. 
Steady advertising and merchandis- 
ing campaigns reach every large 
packing buyer in your territory. Our 
own sales force will help you crack 
tough sales, service or rec- 


CHARLESTON BUILDING of the Baldwin Supply Co. For 10 years, this 
company has been a leading distributor for Johns-Manville Packings- 
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ommendation problems. Even more 
important, your interests are fully 
protected. 

Those are the reasons why live- 
wire distributors all over the country 
consider J-M Packings one of their 
biggest items— both in volume and in 
profits. You can do what they are do- 
ing. Get full information by writing 
Johns-Manville, 22 East 40th Street, 
New York, N. Y.. 





HOOSIER SHOW SUCCESS 


Salesmen of Knapp Supply Co., Muncie, Indiana, play big part in 
making industrial exhibit go over top 





YAR WAY 


| IMPULSE 
STEAM 
TRAP 







Three Knapp executives and a salesman. Standing, left to right David Utz, 
Case Manufacturing Co.; W. E. Price, president; T. J. Williams, manager mill 
supply department; W. C. Hand, treasurer. Seated—John Aurelius, Knapp 
Supply salesman since 1902 


LEFT ABOVE 

Jack Abrell (left), Knapp Supply, 
and R. B. Morrow, Ingersoll Steel & 
Disc Division, Borg-Warner Corp. 

ABOVE 
Concentrated interest around The 
Gates Rubber Co. display 

LEFT 


T. O. Potter (right), Nye Tool & 
Machine, does the honors at the 
Nye display 





THE LEADING 
TRAP IN SUPPLY 
HOUSE SALES 


| Write For Details 
YARNALL-WARING COMPANY 

Mermaid Place, Philadelphia 
| es 
| 40 


SALESMEN played important roles 
in making the third annual in- 
dustrial and plumbing and _heat- 
ing exhibit of The Knapp Supply 
Co. the most successful ever 
staged by the Muncie, Indiana, 
distributing organization. 

While the first day of the show 
—Tuesday, March 7—was “open 
house’’ for the general public, at- 
tendance on the second day was 
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limited to those especially invited 
because of their definite interest 
in the products on display. The 
list of those receiving invitations 
was built on information provided 
by the Knapp Supply salesmen. 
As each visitor registered, his 
card was placed in a pile arranged 
for the salesman who contacts 
him. Each salesman frequently 


(Continued on page 56) 
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Not only did a number of 
Detroit distributors present ex- 
hibits at the important Ma- 
chine and Tool Progress Exhi- 
bition — Other distributors 
came from nearby and distant 
points to view the advances in 
tools and equipment on display 


AMERICAN Swiss 
FILE ane TOOL Ce 


Frank Shurts (center), American Swiss File 
and Tool, talks it over with two of the 
Boyer-Campbell boys—Lynn Anderson 
(left) and Harold Anderson 


INDUSTRIAL DISTRIBUTORS and 
many manufacturers selling through 
distributors participated in the 
great Machine and Tool Progress 
Exhibition, held in Convention 
Hall, Detroit, March 14-18. 


A number of Detroit supply 


R. M. Shannon (fifth from right), vice-president of The Bostwick-Braun Co., organized this 
impressive delegation from the Toledo house to the Detroit show. Others in the group 
are A. G. Young (extreme right) of the W. O. Barnes Co.; E. J. Brand, vice-president and 
director of purchases; R. E. Dix, buyer, and the following industrial salesmen: H. M. 
DeMotte, C. B. Fortney, H. J. Garrett, C. J. Auer, M. D. Brand, J. H. Durholt, R. C. 
Soodyear, R. A. Lutman, E. M. Chilcote and H. S. Bowler 


“KEEPING UP!” 











“All wrapped up in his work,” said some- 
body seeing R. B. Jones, Victor Saw 
Works, being posed for this picture, in 
which a 30-foot flexible shaft made by 
N. A. Strand & Co., is twined around him. 
Both Strand and Victor had booths in the 
Boyer-Campbell exhibit 


houses presented impressive exhi- 
bits, in cooperation with manu- 
facturers whom they represent. 
The distributor-exhibitors includ- 
ed: The Boyer-Campbell Co. ; The 
Chas. A. Strelinger Co.; The Rayl 


(Continued on page 95) 
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The completely 
advanced seal 
construction in 
the new line of SEALMASTER 
Ball Bearing Industrial Units 
offers a selling advantage to 
bearing distributors without 
parallel. 


Now, for the first time, In- 
dustrial Bearing Units are 
available with seals built in 
as an integral part of the bear- 
ing proper. No dirt can get 
into SEALMASTER units, 
even when bearing is removed 
from housing... and bearing 
will hold lubrication longer 
at any required speed. IN- 
VESTIGATE THE NEW 
SEALMASTER LINE! 


SEAL/V\ASTER 


BALL BEARING 


FLANGE UNITS 





PILLOW BLOCKS 


BEARING DIVISION 
STEPHENS - ADAMSON 


MANUFACTURING company 


8 RIDGEWAY AVENUE 


AURORA, ILLINOIS 














J 
t 





Emil Ducommun Heads 
Los Angeles House 


At a recent meeting of the Board 
of Directors of the Ducommun Met- 
als and Supply Co., Los Angeles, 
Emil Ducommun was installed as 
president, succeeding the late Alfred 
H. Ducommun. E. F. Ducommun 
was made vice-president and treas- 
urer, and Charles E. Ducommun, son 
of Emil Ducommun, was made sec- 
retary. At the same time, A. W. 
Lohn, general manager, was named 
as a member of the Board of Direc- 
tors. 

E. H. Vockrodt is now sales man- 
ager of the Ducommun organization 
and E. Wayne Abel is director of 
purchases, which is a newly created 
position in the company. Mr. Abel 
has been manager of the mill supply 
department. 





Closeup of the Hajoca Co.'s exhibit at the Philadelphia Purchaser's Annual Exhibition 
held at the Penn Athletic Club, March 8 and 9 


E. C. Poehler Co. 
Formed in Chicago 


E. C. Poehler, formerly president 
of Crerar, Adams & Co., and associ- 
ated for 37 years with that organiza- 
tion, has organized his own company, 
the FE. C. Poehler Co., with location 
at 1106-1110 West 35th Street, Chi- 


cago. 

Mr. Poehler announces he has rep- 
resentation on many lines and is so- 
liciting business from railroads, pub- 
lic utilities and municipalities. 


Still talking about the NRA at the Pacific Coast wholesalers meeting, San Francisco, were; 
(left to right): A. W. Lohn, Ducommun Metals & Supply Co., Los Angeles; Ralph H. 
Petillon, Ducommun M & S, San Francisco; Marvin Jenkins, Marshall-Newell Supply Co., 
San Francisco; and Frederick Body, C. W. Marwedel, Oakland and San Francisco 





Hugh Stringham looks happy as newly 


elected president of Crerar, Adams & C. H. Shetter “gives the answers" to two interested visitors in the Morse Chain booth at 
Co., Chicago. the Knapp Supply Show, Muncie, Ind. 
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“HEWITT Conveyor Belts are helping us 
maintain production leadership in our 
industry, in this part of the country. 
They are a definite asset. We wouldn't 
be without them.” 


HEWITT 
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AMERICAS HIGHEST 


GRADE V-BELT i 
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V-belts 
THE NEWS IS SPREADING AROUND THAT ROCKWOOD’'S ARE THE COMING V- 
BELTS AND V-SHEAVES FOR LARGE DEMAND AND WIDE POPULARITY—FOR 
Rockwood’s V-belts and sheaves have “what it takes” to be the best V-belt drive line for 
dealers to stock and sell. Rockwood Black pre-shrunk V-belts are as fine a quality as can be 
produced. In matched sets they are really “something’’—and can be depended upon to give 
you the kind of service sure to result in repeat orders, 


ROCKWOOD SHEAVES, TOO, ARE SWEET JOBS—MADE BY AN EXPERIENCED 

AND PAINSTAKING ORGANIZATION THAT “KNOWS HOW.” ROCKWOOD 
sheaves are made right and fit right. They come in a full line of single and multiple groove 
sheaves—either pressed steel or semi-steel cast iron—and in all sizes from small fractionals 
for the household trade to the largest multiples. Dealers are bound to get their share of 
THE TRADE with the Rockwood V-belt line. In addition they are assured of Rockwood’s 


truly remarkable dealer service with most orders shipped from enormous stocks the same 
day as received, 


This remarkable service is reason enough why so many dealers are al- 
ready finding the line such a money maker. 


WRITE FOR ROCKWOOD'S' V-BELT 
PROPOSITION AND LITERATURE. 
Rockwood are now adding to their list of 
V-belt dealers and your territory may still be 
open. Let Rockwood superior paper pulleys 
—pivoted motor bases—and V-belt lines— 
with Rockwood superior dealer service— 
ADD TO YOUR PROFITS IN _ 1939. 
WRITE TODAY. 








Rockwood Manufacturing Company 


India na 


re ; LT.WT. CAST IRON 


SOLD ONLY THROUGH DISTRIBUTORS 
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In dianapolis, 






PRESSED STEEL 




















Presiding at a recent meeting of Phila- 
delphia marketing men sponsored by 
Henry Disston Sons Co., were (left to 
right): Walter Gebhart, sales manager 
of Disston's industrial division; I. W. 
Wilder, market research expert, and J. 
W. Jay, advertising manager for Disston 





Arthur Yorke Addresses 
Industrial Marketers of N. J. 


In an address before the regional 
conference of industrial marketing 
advertising men in Newark, 

J., Arthur Yorke, treasurer of 
Bid Yorke Co., New York City, 
brought out the fact that “the only 
manufacturers who have been truly 
successful in gaining the complete 
confidence and cooperation of indus- 
trial distributors have been those 
who have looked on their distributors 
as a part of their own sales organ- 
ization.” 

The purpose of the all day session 
of the Industrial Marketers of New 
Jersey was to secure the viewpoint 
of industrial officials on how adver- 
tising and marketing programs 
should be used and prepared to be 
most effective in turning products 
into profits. 

Mr. Yorke described the activities 
of a distributor pointing out some 
of the difficulties he faces and ways 
in which manufacturers might im- 
prove their sales through distribu- 
tors. He pointed out four simple 
facts manufacturers should observe 
in selling lines through distributors. 
These are: 

1. Establish a straightforward 
sales policy and stick to it. 

2. Establish a margin of profit for 
distributors which is an incentive. 

3. Keep telling your distributors 
about the first two and keep showing 
them where and how to get business. 

4. Tell industry about your prod- 
uct and tie that advertising and 
selling in with your distributors. 

“Any advertising you do to in- 
dustry is an advantage to your dis- 
tributors,” said Mr. Yorke. “In pre- 
paring advertisements designed to 
secure new distributors or to get a 
larger share of the distributors’ sales 
time, talk to him in terms of policy, 
profit, market, sales methods. Try 
above all, to talk in his language. 
Don’t overlook the fact that you are 
competing for sales time, pure and 
simple.” 




































GREEN STRAND 
LAY-SET... 


IT SIGNIFIES QUALITY 


Preformed WIRE ROPE 
ano SAFETY... 


@ Yes —LAY-SET Preformed Green Strand 
is a safer rope for your men to handle. 
Broken crown wires don’t wicker out to jab 
workmen’s hands and possibly start blood- 
poisoning. It practically refuses to kink and 
thereby set up a dangerous spot. It spools per- 
fectly and so prevents possible crushing. 


But LAY-SET Preformed is safer for your pocket- 

book, too. It lasts longer and so cuts the cost of 
rope replacement. It works better and so boosts 
your production by reducing the frequency of ma- 
chine shutdowns. LAY-SET Preformed both fills the 
bill and cuts it down. All Hazard wire ropes made of 
Improved Plow Steel are Identified by the Green Strand. 


BUY ACCO QUALITY whether for Hazard Wire Ropes—Ameri- 
can Chains (Weed Tire Chains— Welded or Weldless Chain) 

— Campbell Abrasive Cutting Machines — Page Chain Link 
Fence — Page Welding Wire — Reading- Pratt & Cady Valves— 
Ford Chain Blocks orany other of the 137 ACCO QualityProducts. 


HAZARD WIRE ROPE DIVISION 


ESTABLISHED 1846 
WILKES-BARRE, PENNSYLVANIA 
District Offices: New York ¢ Chicago e Philadelphia ¢ Pittsburgh 
Fort Worth « San Francisco « Denver « Los Angeles « Atlanta « Tacoma 


AMERICAN CHAIN DIVISION © AMERICAN CABLE DIVISION @ ANDREW C. CAMPBELL DIVISION © FORD CHAIN BLOCK DIVISION © HAZARD WIRE ROPE 
DIVISION © HIGHLAND IRON AND STEEL DIVISION © MANLEY MANUFACTURING DIVISION © OWEN SILENT SPRING COMPANY, INC. © PAGE STEEL AND 
WIRE DIVISION © READING-PRATT & CADY DIVISION © READING STEEL CASTING DIVISION ¢ WRIGHT MANUFACTURING DIVISION @ IN CANADA: DOMINION 
CHAIN COMPANY, LTD. © IN ENGLAND: BRITISH WIRE PRODUCTS, LTD. © THE PARSONS CHAIN COMPANY, LTD. ¢ In Business for Your Safety 
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IMOND 


RED END HAck saws 








Brilliant Red Trade-mark identifies three 
grades of highest quality Hack Saw Blades 
HIGH SPEED STEEL SPECIAL ALLOY STEEL 
TUNGSTEN STEEL 


made for both hand and 
power machine use to cut any 
kind of metal economically. 


SOLD BY SELECTED 
SUPPLY DEALERS 


Look for the Red End 





SIMONDS SAW AND STEEL CO 


ESTABLISHED 1832 - FITCHBURG + MASS 





4 MILL SUPPLIES © APRIL 10, 1939 








Stringham Made President, 
Crerar, Adams, Chicago 


Hugh Stringham has been elected 
president of Crerar, Adams, & Co., 
Chicago railroad and industrial sup- 
ply organization, succeeding E. C. 
Poehler in that position. Mr. Poeh- 
ler has organized his own company, 
the E. C. Poehler Co., Chicago. He 
continues as a director of Crerar, 
Adams. 

Mr. Stringham joined Crerar, 
Adams in November, 1937 and served 
the company as vice-president, treas- 
urer and general manager until his 
advancement to the presidency. He 
retains the office of treasurer. 

John A. Cuneo continues as chair- 
man of the board; George J. Doyle 
(who has been with Crerar, Adams 
for 30 years) and J. H. Stewart re- 
main vice-presidents and Raymond 
Fisher retains the secretaryship. Mr. 
Cuneo is head of the Cuneo Press, 
Inc., and Mr. Stewart is vice-presi- 
dent of the same organization. 

Formerly a railroad supply house 
primarily, Crerar, Adams’ sales ac- 
tivities in the industrial field have 
been so expanded during the last 
ten years that today they account for 
about 50 per cent of the company’s 
business. Industrial sales activities 
have been accelerated since Mr. 
Stringham joined the organization, 
and he states it will be the policy of 
the new administration to continue to 
develop the industrial phase. 

Crerar, Adams & Co. was founded 
in 1858 by John McGregor Adams 
while Chicago was still an infant in 
the transportation and _ industrial 
world. A few years later John Crerar 
became affiliated with the firm, and in 
1877, Edward S. Shepherd, who had 
joined the organization in 1869, was 
made a partner. The company’s 
home was burned to the ground dur- 
ing the great Chicago fire in 1871, 
but before the flames had subsided 
the organization was busy preparing 
to take up the burden of supplying 
the requirements of reconstruction, 
and within a few days was established 
in temporary headquarters at what 
is now the site of the Chicago Art 
Institute. 

Crerar, Adams kept pace with the 
rapid industrial and transportation 
development of Chicago and the Mid- 
west, bringing supplies and material 
from all parts of the world to serve 
the needs of progress. 

Mr. Crerar died in 1889, leaving 
as a memorial the foundation which 
supports and directs the John Crerar 
library. Mr. Adams retired from the 
firm a few years later and his inter- 
ests were acquired by Mr. Shepherd, 
who directed the company until his 
death in 1922. Since 1922, the com- 
pany has been located in a large build- 
ing at 36th and Morgan streets, in 
the heart of the Central Manufactur- 
ing District. 
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You will find a Williams’ Holder for every regular 
operation on Lathe, Planer and Shaper—Turning, 
Boring, Threading, Knurling, Cutting-Off and 
Side work. Many of these holders have design 
and utility features which are _ exclusively 
Williams. All represent the maximum in quality 
and performance. No matter what the operation, 
Williams’ Holders assure a solid cutter seat and a 
chatter-proof, clean-cutting tool. 


“co” 


The five types which 
comprise Williams’ 
line are the original 
models from which all 
drop-forged clamps 
were designed. Appear- 
ance can be copied, but 
not the quality and 
drop-forging skill 
which distinguish this 
line. Capacities 34 to 
19". 





J. H. WILLIAMS & CO. 


WRENCHES TOOL HOLDERS LATHE DOGS “C" CLAMPS 


WILLIAMS’ 


%, Si Ate 


CLAMPS 
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LINE OF TOO! HOLDERS 


In addition to the various types illustrated above, 
Williams’ improved Holders are available in all 
other patterns popularly used, as well as Carbide 
Turning Tools. 

Williams’ Tool Holders offer industrial distribu- 
tors a staple line presenting worthwhile profit 
possibilities. Dominant and consistent advertis- 
ing has made the “Williams” brand known and 
accepted by industrial buyers everywhere. 


LATHE DOGS 


“Vulcan” Dogs are 
drop-forged in both 
Bent and Straight Tail 
types; single or double 
screw, either “Safety” 
or Square Head pat- 
terns, as desired. Ca- 
pacities, % to 6”. Ex- 
cellent companions to 
Williams’ Tool Hold- 
ers. 








ee ee ee ee ee 42 LAFAYETTE ST., NEW YORK 
PIPE VISES 


PIPE TONGS THUMBNUTS& HOIST HOOKS EYE BOLTS 
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GETS A NEW MEANING IN 


5 l ] y; ] 
Special high grade alloy steel ... heat treatment under precision pyro- 
meter control...exclusive process electric welding—these are the key 
factors that put HERC-ALLOY Sling Chains in a performance class bY 


themselves. Yes, here is an out and out “double duty chain” —strengt 
plus endurance for industry’s toughest assignments. 














Put this brute strength to work on your heavy materials handling jobs— 
and put an end to hazards to life, equipment and products. Long-wear- 


ing, resistant to bending and 


gouging, easy to handle, HERC- 
Links are INSWELL Electric Welded by 
a new process fully covered by patents. 
HERC-ALLOY HeatTreated Hooksgive 
maximum strength at these vital points. 
Short, narrow links reduce to a mini- 
mum the danger of bending or gouging 
when used around sharp corners. 
All Joiner Links are of Heat Treated 
HERC-ALLOY. 

Descriptive Folder on request 
COLUMBUS-McKINNON 
CHAIN CORP. 

120 FREMONT AVE. TONAWANDA, NWN. Y. 
In Canada: McKinnon Columbus Chain, Led. 





here is downright super-built 
quality in every detail. 


out the entire chain to give maximum 


Oo Heat Treated HERC-ALLOY through- 
uniform strength. 







ALLOY Sling Chains are famous 

time and money savers. Check 

closely HERC-ALLOY features 
St. Catharines, Ont. 

In South Africa: McKinnon Chain (S. A.) Led. 

Vereeniging, S. A. 


below—convince yourself that 
Designed and built by COLUMBUS-McKINNON 
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"Way down under" and hot after busi- 

ness. Walter Holm, factory representa- 

tive of the Independent Pneumatic Tool 

Co., "snapped" on a busy street in Syd- 

ney, Australia, where he has been 

spreading the gospel of "Thor" electric 
and pneumatic tools 





Western Distributors Hold 
Meeting in San Francisco 


Forty Western distributors from 
all principal cities met in general 
session in San Francisco last month. 
It was the first time such a meeting 
had been held, those of other years 
being purely local in nature. 

Representing the National Supply 
& Machinery Distributors’ Assn., 
under whose auspices the meeting 
was held, were First Vice-President 
Charles E. Curtis, Western Iron 
Stores Co., Milwaukee, and Secre- 
tary George Fernley. Chairman of 
the day was A. J. Glesener, A. J. 
Glesener Co., San Francisco. 

The meeting was informal, most 
speeches being largely extemporane- 
ous. Those who talked were: A. J. 
Glesener; C. E. Curtis, on the na- 
tional association; L. M. Knouse, 
Stanley Electric Tool Division of the 
Stanley Works, New Britain, Conn., 
and chairman of the committee on 
distributor relations of the American 
Supply & Machinery Manufacturers’ 
Assn., on “Manufacturer-Distributor 
Relations”; Harold F. Seymour, Co- 
lumbian Vise & Mfg. Co., Cleveland, 
on “Some Aspects of Price Main- 
tenance.” 

W. E. Caldwell, Cleveland Twist 
Drill Co., Cleveland; George H. Hal- 
pin, Minnesota Mining & Mfg. Co., 
St. Paul, and S. Horace Disston, 
Henry Disston & Sons, Philadelphia, 
all on the business outlook; K. W. 
Atkins, E. C. Atkins & Co., Indian- 


apolis, on “Conditions Surrounding 





Lincoln’s 


policy of 


selective distribution 


makes the line 
mean something 


The many industries needing Lincoln Lubricating Equip- 
ment, plus the acceptance created by the advanced design 
and proven performance of the equipment, make Lincoln 
a major line with leading mill supply distributors. 


This outstanding line includes lubricating equipment 
for maintenance of all types of machinery, as well as 
for the initial lubrication of manufactured products— 
so there is practically no limit to 
the sales possibilities... And the 








to 10,000 lbs. . . . Capacity 18-ozs. 





New 


Model 1846 Flex-O-Matic Lubrigun 


Lec G2 


PIONEER 


OFFICES 


BUILDERS OF 


CEMERAL Ouls. MO FACTORIES 








{Model 1061) 


LEVER-TYPE GUNS are available in both high pressure and volume 
types, with attachments for all types of fittings. Model 1061 (shown 
above) handles all types of lubricants and develops pressures up 


Anna FLEX- Oo = MATIC 
aman SYSTEMS makes this line doubly 
attractive to mill supply distributors 


LINCOLN FLEX-O-MATIC Systems for 
centralized lubrication are now available in 
three general types—Manually Operated, 
Semi-Automatic and Full Automatic. 


The line is worth investigating 


2 2 5 oes oe 


LUBRICATING 
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to those who 
handle it 








Lincoln policy of selective distribution makes the line 
mean something to those who handle it. 

Lincoln manufactures KLEENSEAL, Button Head and 
Pin Type fittings, and also many fittings for special pur- 
poses, such as Vented Kleenseal fittings for anti-friction 
bearings-and Reservoir fittings. 

A few of the many items in the complete line are 
shown below. 







(Model 1017) 









KLEENSEAL GREASE GUNS of the type 
shown above provide a fast, clean method of 
lubricating machinery equipped with KLEEN- 
SEAL, Zerk or hydraulic fittings . . . Model 
1017 has 14 oz. capacity. . . Maximum pressure, 
5,000 lbs. .. . Models also available in3...5...9 
and 18 oz. capacities. 


LINCOLN 











Emblem of 


BUSINESS CHARACTER 
Rice Leaders | 
of Fhe Dorld 

Alssociation 





COMPANY 


EQUIPMENT 


ST LOUIS, MO DETROIT MICH 









Where COAL is mined 


- a. he A 





youll find 


BETHLEHEM STEELS 


When you sell Bethlehem steels, you are handling 
products backed by a leading name in steel. It is a 
name that means quality in pipe, bolts, sheets, wire 
rope, nails, fence—in practically every steel product. 
And a name that is known and well thought of wher- 
ever steel is used. 
For example, wherever coal is mined, you’ll find that 
operators are familiar with Bethlehem steels. They 
know Bethlehem as a maker of rails, splice bars, spikes, 
track bolts. They know that switches, mine ties, cross- 
ings, turnouts and other trackwork are of the highest 
quality when they carry the red paint that identifies 
these products as Bethlehem. 
If it is a strip mine, you'll find shovel operators who 
point to Purple-Strand wire rope as one of the finest 
heavy-duty ropes made. If it is a drift mine, with tun- = 
nel work through rock, you'll find drillers who swear Every month hundreds of thousands of advertising pages 


. tell tens of thousands of mill-supply customers about, Beth- 
by Bethlehem Superior Hollow Drill Steel. lehem steels. 


Bethlehem steels have long been associated with 
every phase of mining. Abrasive-resisting plates have 
set new standards for life of chutes and hoppers. 
Forged-steel wheels have solved the problem of mine- 
car wheel breakage. Mayari R plates are cutting dead 
weight and fighting rust in mine cars. Beth-Cu-Loy 
galvanized sheets are lowering repair costs on tipples 
and buildings. 


The widespread acceptance of Bethlehem steels by 
the coal-mining industry is typical of the recognition 
which Bethlehem has achieved among all important 
users of steel. When you handle Bethlehem products, 
both you and your customers can be sure that the 
materials are sound and reliable. 


These and other products are made by Bethlehem for mill- 
supply wholesalers, We will be glad to tell you about jobber 
arrangements that can be made; write Bethlehem Steel Com- 
pany, Bethlehem, Pa. 





BETHLEHEM STEEL COMPANY 





"Select-O-Speed” TRANSMISSION 


Many distributors around the country already know what the IDEAL “SOS” 
sales franchise means in orders—It’s a money maker because it puts a Variable 
Speed Transmission within the price “reach” of all. Low price has opened a 
new mass market! 


BUT—in some places there are agent distributorships still available—where 
aggressive supply men can line up with IDEAL “SOS” for mutual benefit. We 
need your representation because we want the “SOS” to fully capitalize on the 


A typical 


Press. Per 


52 


installation — on Hi-Speed Drill 


mits 5 


mater 


~ 


adjustment according to 
being drilled. 


widespread consumer advertising it is receiv- 
ing—and it’s obvious that you will profit. 


You've got something to sell in Select- 

O-Speed— it's low in price—easy to in- 
stall—uses standard V-Belts—comes com- 
pletely assembled—models available up to 
74 h.p.—compact—simple to operate. A mil- 
lion speeds available for thousands of uses 
—and at a price that gets you IN where 
previous high cost installations have kept 
you OUT! 


“SOS” is a packaged Variable Speed Trans- 
mission—practically no engineering. 


Distributorships 
today. 


are getting scarce—write 
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the Distribution of Hack-saw Blades; 
and Fayette R. Plumb, Delta File 
Works, Philadelphia, on “Quality vs. 
Price for Profit.” 

General discussions were held on 
“Conditions Surrounding the Distri- 
bution of Industrial Supplies Upon 
the Pacific Coast”; “Manufacturers’ 
Selling Policies and Distributors’ 
Buying Policies”; “Advantages of 
Selective Distribution,” and “Are 
Present Margins Adequate to Ab- 
sorb Increased Taxes, Labor Costs 
and Other Expenses ?” 


New Formula Advanced 
In Gaging Paint Cost 


Such well known abbreviations as 
m.p.h., B.t.u. and r.p.m. are about 
to move over to make room for a.f.c., 
a new member of the abbreviation 
family representing the “annual-foot- 
cost” of paint. At least, if efforts to 
publicize it to executives and main- 
tenance men continues at the present 
pace. 

Believing that a true yard-stick 
with which to measure paint per- 
formance and paint costs is its cost 
per square foot per year of service, 
American Asphalt Paint Co. has at- 
tempted to reduce the foregoing fact 
to a mathematical equation, the re- 
sults of which enable a buyer of paint 
to establish an actual, as well as a 
scientifically correct, basis of paint- 
ing costs—and to arrive at the a.f.c. 
rating of a specific brand of paint. 

According to the American As- 
phalt Paint Company, to determine 
the annual-foot-cost of paint, divide 
the cost per gallon by the number of 
square feet covered per gallon—then 
divide the hourly labor cost by the 
number of square feet painted per 
hour on a given job. Add these two 
results and divide by the number of 
years of service or life of the paint. 
Carried out, this procedure will pro- 
vide the a.f.c. rating—and the true 
cost of the paint. 


Paying a visit to the Abrasive Co., Phila- 
delphia plant recently were (left to 
right): R. Seder and J. C. Humphrey of 
the Gransden Hall Co., Flint, Mich. They 
are shown in a round table discussion 
on sales helps with R. S. Trimble and 
Doug Sourman, sales promotion manager 
of Abrasive Co. 








THIS MEETING 


will mean GREATER 


SALES for 


SRILSAW | 


Win y E 
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Editor 
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@ Distributor relations had the spotlight at 
we the SKILSAW sales meeting held March 21st 
; bes ong” a ” to 24th ... because co-operation with Distri- 
entire 60° butors and their Salesmen is the keynote of 
f Shebauts S ‘ our sales policy and a basic factor in the 
of 
by col 
the sult 


training of SKILSAW salesmen. 
y if pistribaler This is part of our consistent program 
Bf 


the 


on 
. “4s Vi of working hand-in-hand with our Distri- 
«Beng! 6 . ation butors...of our constant efforts to do 


C Shits die everything that a manufacturer can do to 
G AS pom a help create volume, profits and satisfied 


se ” 
P yng ! 
j Sdverl VA customers for YOU 


SKILSAW, INC. 


5033-43 Elston Avenue, Chicago . 


214 E. 40th St., New York @ 52 Brookline Ave., Boston 
© 1429 Spring Garden, Philadelphia © 2124 Main 
St., Dallas @ 918 Union St., New Orleans © 1253 S. 
Flower St., Los Angeles © 2065 Webster St., Oakland 
@ Canadian Branch: 85 Deloraine Ave., Toronto 


SS 
SSN TRAAAS wR ee a 


@ SKILSAW TOOLS ARE SOLD ONLY Woe WSK 
THROUGH RECOGNIZED DISTRIBUTORS 
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New /npr oved 


Dushoe 


RESPIRATOR 


IS SO EASY FOR YOU 


@ Lightweight— 
less than 33/4 
ounces. 


@ Compact — full 
vision in every 
direction; no in- 
terference with 

th goggles or any 
head covering. 
Low Breathing Resistance—has large 
filter, compactly folded. 


U. S. Bureau of Mines-approved for 
protection against silica and many 
other dusts. 


Easy to Maintain—all parts, including 
rubber face-cushion easily replaceable; 
may be completely sterilized. 


Foolproof Exhalation Valve—U. S. 
Army Gas Mask-type—most positive, 
leakproof valve ever designed; pro- 
vides drainage when necessary. 
Protective Filter Cover—prevents con- 
tamination of filter by grease and dirt 
from hands and equipment. 


Your customers will immediately like 
this unique and cleverly designed 
respirator which feels so light, looks 
so compact, and offers real protec- 
tion to both employer and worker. 
Metal parts are black anodized 
aluminum. Write for 

your supply of litera- 

ture and further details 

at once. 


MINE SAFETY 
APPLIANCES CO. 


BRADDOCK THOMAS & MEADE STREETS PITTSBURGH Pa 


DISTRICT REPRESENTATIVES IN PRINCIPA TIES 











Sitting down to » enh during the meeting of Pacific Coast dailiniiin are (left to , right) 

H. F. Seymour, Columbian Vise & Mfg. Co., Cleveland; Charles E. Curtis, Western Iron 

Stores Co., Milwaukee; A. J. Glesener, A. J. Glesener Co., San Francisco, chairman of the 

meeting, and Lou Knouse, Stanley Electric Tool Division of the Stanley Works, New Britain, 
Conn. 


Doing a swell job at the New England Purchasing Agents’ Show held recently in Boston is 

(left), M. Severson, SKF representative in the booth of Olmsted-Flint Corp. Listening 

attentively is F. G. Burns, while E. H. Cargen, vice-president Olmsted-Flint Corp., looks 
contentedly on 


Eastern division of Industrial Tape Corp., recently met for a two-day sales conference at 

the Hotel New Yorker, New York City. MILL SUPPLIES photographer dropped in just 

before lunch to catch this picture. At the head of the table sits W. F. Mayer, manager 
of the company, and on his right J. H. Scherer, assistant manager 
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PRODUCTION and PROFITS MOUNT 


This “D-V” Drive saved the cost of a new and 
expensive motor for a large cement mill. It is 

only one of many exomples of important econ- 

omies effected in this plant through the joint 

effort of plant executives and Dodge engineers 

-. Equip your power-paths with “The Right 

Drive for the Job” — it means free flowing power — 
specify Dodge Drives . . . For more than a half century 
Dodge engineers have cooperoted with all industries in 
the study and improvement of methods for effectively and 
economically transmitting power .. . In every industry 
Dodge power drive units ore serving to make operations 
smoother, and their performances are reflected in lower costs. 


DODGE MANUFACTURING CORPORATION 
MISHAWAKA, INDIANA, U. S. A. 


ut BD 
Thi sp ime DUK 


when planning anew plant 


when adding a new department when installing 


new machinery when moderniz ng old equipment when designing new products 
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*% Extensive usage of 
bearings—the need for a 
wide variety of types by 
industry—mean that this 
business is most profitable 
to the distributor who has 
a complete line—who can 
say "| have it," for every 
request, as fast as they 
come, and from wherever 
they come. 


& You can be well 
equipped to meet indus- 
trial bearing replacements 
with the Ahlberg line— 
you can set yourself up as 
HEADQUARTERS FOR 
BEARINGS in the minds 
of your customers and 
prospects. 


*% The answer is simply 
that Ahlberg can supply 
the needed bearing often- 
er—more types of bear- 


ings..are available — an, 


Ahlberg branch stock is 
close — Ahlberg bearing 
specialists are ready to 
help distributors—in short, 
it's a set-up that makes 
money for you. 


* Write today for de- 
tails and address of near- 
est branch. 


AHLBERG BEARING COMPANY 


Manufacturers of Cia 
3025 W. 47th STREET 


56 


Ball Bearings 
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On the job at Philadelphia Purchasing 
Agents’ Show studiously presenting one of 
his own products is L. R. Duffie'd, Heller 
Brothers Co. 








Hoosier Show Success 


(Continued from page 40) 








checked his own cards, not only 
to know which of his “guests” 
were on hand and to be sure 
they were receiving proper at- 
tention, but also so they might 
“follow-up” by telephone those 
who had not put in an appearance. 

About 500 of the general pub- 
lic attended the show on the first 
day. Many of these were cus- 
tomers and prospects of plumb- 
ing and _ heating contractors 
brought to view the exhibits by 
the contractors. The second, or 
“invitation,” day brought in 1700 
people. Nearly all of these were 
plant owners or officials, pur- 
chasing agents or mechanics, or 
plumbing and heating supply men 
—and, in some cases, the wives 
of the plant and plumbing and 
heating men. The many displays 
of manufacturers aroused keen 1n- 
terest among the visitors. A num- 
ber of important orders were 
placed at the show, and many 
leads to future sales were de- 
veloped. 

Knapp Supply entertained wives 
of out-of-town visitors at the mov- 
ies and a room provided them 
for card playing. A sumptuous 
buffet luncheon was served to all 
visitors. 

The show was conducted un- 
der the direction of W. E. Price, 
president of Knapp Supply, and 
T. J. Williams, manager of the 
mill supply department. 











ONE OF THE REASONS why MAZDA lamps made by Gen- 
eral Electric give more light in 1939 is the improved tung- 
sten filament that burns brightly inside the lamp. Finer than 
a human hair, it is coiled into a tiny spiral, then magnified 
60 times for final inspection. Below 

(top to bottom) a coiled filament, a 

human hair, an uncoiled filament. When 

you buy G-E MAZDA lamps you are sure 

of getting the benefit of the latest im- 

provements in lamp bulb manufacture. 

General Electric Company, Nela Park, 

Cleveland, Ohio. 


GENERAL @ ELECTRIC 


MAZDA LAMPS 
They stay brighter longer 
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“The difficulty was .. . every supply house 
here handled the same makes, no distinc- 
tion as far as the distributor was con- 
cerned. Now, with Super-Duty’s we have 
something distinctive . . . no competitor 
can say he’s handling the same thing.” 


So writes one prominent Eastern Distri- 
butor* to another. He’s working under 
the Super-Duty franchise. He has proved 
the practical value of its first point—ex- 
elusive franchise. And he’s glad to tell 
another about it. 


Get the Super-Duty Slant on File Sales in 
your territory. Find out why Distributors 
are so enthusiastic. Check the points listed 
here. Then get a Cleveland representative 
to give you all the facts. 


* NAME ON REQUEST. 


THE CLEVELAND FILE CO. 


3400 HAMILTON AVE. e 
QUALITY FILES SINCE 


CLEVELAND 
1899 


OHIO 
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“My old home town!" says one of the 

visitors at the Indianapolis Purchasing 

Agents’ show to George L. Stalker (hat- 
less), of W. J. Holliday & Co. 


Wodack Tool Appoints 


Wodack Electric Tool Corp., Chi- 
cago, announces the appointment of 
W. F. Obear, 440 West 115th Street, 
Los Angeles, as sales representative 
for Southern California, and Guy K. 
Young, 1133 Broadway, as sales rep- 
resentative for the New York City 
area. Also Williams and Wilson 
Limited oi Montreal and Toronto as 
distributors in Eastern Canada. 

This year marks the 20th anni- 
versary of the founding of the corpo- 
ration by Oscar P. Wodack, who is 
still the active head of the business. 


Allis-Chalmers Moves 


The Allis-Chalmers Mfg. Co.’s 
Houston, Texas office, for handling 
power, electrical and industrial ma- 
chinery, has been moved to 1719 Mc- 
Kinney Ave. K. P. Ribble, district 
manager, continues in charge. 


Surrounded by Yale & Towne men these 

two visitors are kept interested in the 

company's exhibit at Indianapolis P. A. 

show by (left to right): J. O. Sadler, 

Floyd Dewey, W. G. Tipton and W. K. 
McCreery 














A Yale SELLING Story 


Stress safety—and you'll help the sale. This month we’re doing just 
that with the illustration above. Appearing in leading trade publica- 
tions throughout the country—it is pointing out to your customers the 
safety value of the Steel Safety Hook. And is highlighting the point 
that both hook and hoist can be bought only through Yale distributors. 


Get the most out of this advertising cooperation. On your next hoist 
contact make it a point to mention the Safety Hook—explaining its 
three outstanding features: 


1) It gives visible warning when overloaded . .. opening 
slowly—without fracture—before any other part of the 
hoist is strained. 

2) It is guaranteed to stand up to 150% of its rated capacity 
without changing dimensions. 


3) It is swivelled on heavy duty totally enclosed ball bearings 
and swung fore and aft on a cross head—providing uni- 
versal movement at any angle. 


Then bring out the 10 points of superiority that has made Yale the Wf 
largest selling chain hoist in the world. They’re 10 clinching arguments 
that do a selling job. 


Capacities: 


300 Ibs.— 40 tons 


oo @\ { E THE YALE & TOWNE MFG. CO. 
PHILADELPHIA DIVISION, PHILADELPHIA, PA., U.S. A. 


IN CANADA: ST. CATHARINES, ONT. 
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Thanks to BELMONT Packings 


With the illustration and caption repro- 
duced above we are pounding out an- 
other Belmont story of savings and 
safety. Using leading trade publica- 
tions, we're stressing the fact that oil 
leaks are not only expensive—but dan- 
gerous. A fire hazard that the proper 
Belmont packing would eliminate. 


And when we say, "Thanks to Belmont 
Packings", we're really saying, "Thanks 
to Belmont Distributors". For Belmont 
Packing is sold only through distribution 
—Belmont advertising is your advertis- 
ing ... exclusively. 


Take full advantage of it—and the other 
sales helps that Belmont puts in your 
hands. Use the service folders that 
break down packing requirements by in- 
dividual services. Keep the sample kit 
handy, always ready to close the sale 
by letting the buyer see what he's get- 
ting—and make sure to put the new Bel- 
mont Catalog, which will be off press 
soon, on every customer's desk. It is 
going to be an invaluable packing ref- 
erence that will shout your name every 
time he picks it up. 


Make it a point to mention Belmont on 
all your calls. It's one habit that pays! 





Complete line of Belmont packings are stocked 
by authorized Belmont distributors in all 
important industrial centers. 


THERE’S A 


BELM 


_ i oe 


THE BELMONT ies na’ & 
BUTLER AND SEPVIVA STREETS 


BELMONT PACKING 












SAMPLE PAGE FROM THE NEW BELMONT 
CATALOG WHICH WILL BE OFF PRESS SOON 

















Gasoline and Oil Packing 
Spool Form Belmont ’’6100’’ 
High grade asbestos yarn, 
firmly braided, each strand 
thoroughly impregnated 
with a compound that is 
imperviousto petroleum 
products. Suppliedon 
spools ge” to 33”. 



















Stitched White Hydraulic 
Packing 
Coil Form Belmont 12 
Closely woven cotton sheet- 
ing laid up with rubber 
friction. Stitched with 
strong linen thread. Sup- 
plied in sizes “4” and up- 
ward. 









FOR EVERY SERVICE 


ONT 


ee 


RUBBER COMPANY 
e PHILADELPHIA, PA 


MILL SUPPLIES @ APRIL 10, 1939 








E. M. Baker (facing camera), Armour 
Sandpaper Works, talks over the success 
of the Buhl Sons Co., show at Detroit 
with J. T. Knott, Buhl Sons Co., and 
Mrs. Knott 


C. T. Smoot, Veteran of 
Somers, Fitler & Todd, Dies 


Chester T. Smoot, salesman for 
Somers, Fitler & Todd Co., Pitts- 
burgh, for over 24 years, passed 


away recently. For the last 20 years 
he had contacted industrial accounts 
in Northern West Virginia and East- 
ern Ohio. His genial personality and 
kindliness will long be remembered 
by his many friends and business as- 
sociates. 

William F. Bartels has taken over 
the territory covered by the late Mr. 
Smoot. 


Kendall Opens Branch 
James E. Rice, sales manager for 


Kendall Hardware—Mill Supply Co., 
Battle Creek, Mich., has announced 


the opening of a new branch office 
and store at Marshall, 


Mich. 








Telling a visitor all about Republic Steel 

products is R. K. Ellas. Just one of the 

many attractive exhibits at Buhl Sons 
Co. recent industrial show in Detroit 














ACCURATE ‘oR WITHIN 
CLOSER TOLERANCES THAN 
THE TAP THAT MADE IT... . 
WHEN You SELL MORSE 

"YOU HELP CUSTOMERS 
KEEP TAPPING OPERATIONS 
AT MAXIMUM EFFICIENCY 
AND PRODUCTION. AND — 
INCIDENTALLY — ‘WIN FOR 
YOURSELF VALUABLE 
GOOD WILL. 


TWIST DRILL AND 
MACHINE COMPANY 


NEW BEDFORD, MASS., U.S.A. 
NEW YORK STORE: 130 LAFAYETTE ST CHICAGO STORE: 570 WEST RANDOLPH ST. 
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. but 
your customers have to be sure 
their costs don’t go up dispro- 
portionately. 


New buildings going up 
production going up . 


To keep their 
costs down, and your sales and 
profits up, Millers Falls is con- 
stantly developing improve- 
ments and additions to its al- 
ready fine line of electric tools. 
The Millers Falls line 
sells better because 
it’s made better. 
Write for Catalog 38, 


revised to include 
the latest Millers 
Falls power - tool 


profit-builders. 










mTitti tere disc, 
OLS 


ToOLs $92.00. 


For sanding, metal finishing,. grinding, 
shock absorbing spindle 


No. 3216A Electric 
Hammer — Improved 
design, new low price. 
Unique principle—only 
one moving part, steel 
hammer head striking 
3600 powerful blows 
per minute. Complete 
with chucks — $225.00, 
Others down to $80.00, 


No. 250 Portable Electric Saw 
Fully enclosed top guard, tele- 
scope bottom guard with auto- 
matic insuring maxi- 
Straight cut—2”; 
3750 R.P.M. New low price— 
$85.00. Others to 4%” straight 
cut—$225.00, 


return, 
mum safety 


No. 707B Portable Electric Sander 


cleaning; 
for smooth operation. 7” 
$39.50. Others to 9” disc— 


200 R.P.M. Price- 


MILLERS FALLS COMPANY 


Greenfield, Massachusetts 
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Sharing the limelight at the recent 
Knapp Supply Co. industrial show in 
Muncie, Ind., are (left): Jake Prentice 
and Ivan Haggard, counter salesmen at 
Knapp Supply 


NEW LINES 
taken on by 


Distributors 


Pye-Baker Suppry Co., Atlanta, 
Ga., has increased its stock by 
handling bar and wire solder, cap, 
set and machine screws, gage 
glasses and washers. 


Moty & Van Dyke, INc., Klamath 
Falls, Ore., is now a distributor 
for the New York Belting & Pack- 
ing Co.’s line of mechanical rubber 
goods in the Pacific northwest. 


H. Cuannon Co., Chicago, has been 
appointed a distributor for Covic 
diesels. 


Lewis Supp.ty Co., Memphis, Tenn., 
has been named a distributor for 
Condor products of Manhattan 
Rubber Mfg. Division of Ray- 
bestos-Manhattan, Inc. 


W. J. Wurrte Co., Detroit, has been 
appointed district representative 
for the Ransome Concrete Ma- 
chinery Co. 


F. P. & R. S. Mars Co., St. Paul, 
Minn., is now handling welding 
machines and electrode products of 


Wilson Welder & Metals Co. 


Hunter & Havens, INc., Hartford, 
Conn., was recently appointed a 











BaSsSiCk truck casters 





Consistent advertising over a long period of 
years has built up ready acceptance for Bassick 
Casters. This is being strengthened by more 
advertising than ever in 1939. 


BASSICK 


The outstanding line 
of industrial casters. 


Sold through indus- 
trial distributors. 





THE BASSICK COMPANY. BRIDGEPORT, CONNECTICUT 


Canadian Factory: STEWART-WARNER-ALEMITE CORPORATION OF CANADA, LTD., BELLEVILLE, ONTARIO 
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THE “WOLVES OF LENOX” BLADES 


Cut for cut, blade for blade, “LENOX” quality and 


uniformity more than hold their own. 


LENOX BLADES are well packed in plaid boxes 


easily seen and remembered. 


When you sell LENOX BLADES you'll sell more 
of them—and sell them easier, because users know 
their superb craftsmanship insures lower produc- 


tion and replacement cosis—quicker, better results. 


THE LENOX SALES POLICY 


LENOX BLADES are sold only through legitimate 


distributors, with full protection and sales cooper- 


ation for distributors stocking them. 







SHARP 
AND 
STRONG 


AS THE 
TEETH OF 
A WOLF 


YOU Can Sell Lenox Blades With Satisfaction and Profit. 


AMERICAN SAW & MFG, CO., SPRINGFIELD, MASS., U.S.A. 
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EVERY METAL CUTTING JOB 





“The Blade in the Plaid Bax” TENOX e 22 
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distributor for Cleveland Twist 
Drill Co. 


RIECHMAN-Crossy Co., Memphis, 
Tenn., is now a distributor of prod- 
ucts of Teff-Jackson, Inc.; Har- 
nischfeger Corp., and Steinlite elec- 
tric moisture testers. 


Barrett Harpware Co., Joliet, IIL, 
is now handling Diamond roller 
chain and couplings. 


Horsrorp BrotHers Co., San Fran- 
cisco, Calif., is now a distributor 
for Johnson bronze bearings and 
products of Russell Mfg. Co., and 
Henry G. Thompson & Son Co. 


PENN GENERAL Suppty Co., Pitts- 
burgh, is now stocking Ohio In- 
jector valves, Harrington hoists 
and Norma-Hoffman bearings. 


Kansas City Rupper & BELTING 
Co., Kansas City, Mo., is now 
stocking the complete line of prod- 
ucts of Ohio Gear Co. 


White Suppry Co., Waterbury, 
Conn., now carries a complete 
stock of Dayton V-belts and Behr- 
Manning India stones. 


Servis EguipMent Co., Dallas, 
Texas, is now a distributor for 
Ransome Concrete Machinery Co. 


Lubriplate Distributors 


Robert L. Watts, manager of Lu- 
briplate Division of Fiske Brothers 
Refining Co., Newark, N. J., has an- 
nounced appointments of the follow- 
ing distributors who will sell the 
line of Lubriplate lubricants: Wink 
Supply Co., Dallas, Texas; Knoxville 
Belting & Supply Co., Knoxville, 
Tenn.; Rex Supply Co., Houston, 
Texas, and John D. Robinson Co., 
Savannah, Ga. 








Shown resting their dogs at the Phila- 
delphia Purchasing Agents’ show are 
(left to right): Vance C. Boyd, sales 
manager and Frank J. Semple, salesman, 
Standard-Shannon Supply Co. Giving 
them the ha-ha is J. J. McAleese of 
Brown & Sharpe Mfg. Co. 
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ACCO CHAINS... 





You cannot be too careful in recommending manufacturing methods have been developed 
chains for the many jobs that chains must meet. _ te the point where nothing is left to chance or 
Better recommend too good a chain than one guess. American Chains come to you as the 
you think might “get by.” For the highest qual- _finest products of the chain maker’s art. 
ity chain is cheap when you consider the pro- Build up your chain business by selling the 
tection chains give to life and limb, to produc- American Chains that assure satisfactory chain 
tion schedules, to investment and profits. service. 
Every American Chain is made to the highest This line includes welded and weldless chains 
standards. Materials are carefully selected and of all sizes and patterns, for all purposes. 


AMERICAN CHAIN DIVISION « srivcerort + CONNECTICUT 





AMERICAN CHAIN & CABLE COMPANY, Inc. 


AMERICAN CHAIN DIVISION @ AMERICAN CABLE DIVISION @ ANDREW C. CAMPBELL DIVISION @ FORD CHAIN BLOCK DIVISION @ HAZARD WIRE ROPE 
DIVISION @ HIGHLAND IRON AND STEEL DIVISION ¢ MANLEY MANUFACTURING DIVISION # OWEN SILENT SPRING COMPANY, INC. @ PAGE STEEL AND 
WIRE DIVISION @ READING-PRATT & CADY DIVISION @ READING STEEL CASTING DIVISION e WRIGHT MANUFACTURING DIVISION efN CANADA; DOMINION 
CHAIN COMPANY, LTD. © IN ENGLAND: BRITISH WIRE PRODUCTS, LTD. © THE PARSONS CHAIN COMPANY, LTD. « In Business for Your Safety 
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BLACKHAWK 





World’ Manufacturer 
of Hydraulic lacks. 
gives Industry 











1. All-Direction- 
al Hydraulic 
Power with 
Porto-Power 


Dependable power 
to push, pull, lift, 
bend, press, clamp 
in 10-ton, 20-ton and 
50-ton capacities. 
Porto-Power oper- 
ates with smooth, 
hydraulic power in 
any position — up- 
right, inverted or at 
any angle. Because 
of remote control 
feature (pump separated from ram by high-pres- 
sure hose) Porto-Power is lightweight, portable, 
safe — works where mechanical or ordinary hy- 
draulic jacks fail, One man can carry, position 
and operate Porto-Power anywhere! 








Pulling pulley off motor 

shaft—just one of many 

maintenance jobs Porto- 

Power does quicker and 
better. 





2. Blackhawk 
Gauge - Equipped 
Hydraulic Jacks 
for Handier 
Testing 
Full range of Black- 
hawk gauge-equipped 
hydraulic jacks (7 to 
75 tons), offer the most 
practical, economical 
testing equipment 
available. The answer 
for testing concrete 
pipe, concrete beams, 
springs, re-arching 
springs, general press work, sinking piles to 
predetermined loads, checking steel section 
weights. Offer double utility — may be used as 
ordinary jacks in addition to testing. 


3. Blackhawk 
Hydraulic Jacks 
Multiply Man- 
Power ... Greater 
Efficiency on 
Lifting Jobs 
Compare the 94% op- 
erating efficiency of 
Blackhawk hydraulics 
with the 12%to30% efficiency of average screw 
jacks—and you'll agree that there’s nothing to 
match Blackhawk Hydraulic Jacks for multiply- 
ing man-power. There's a hydraulic jack to meet 


your every need in Blackhawk’s complete line— 
1 to 75 tons. Light weight -- attractively priced. 


* « + 
These revolutionary Blackhawk 
products open up vast, new sales and 
profit opportunities for aggressive 
mill supply distributors. Fast selling 
products with every plant a prospect. 
SOLD THROUGH ESTABLISHED 
INDUSTRIAL SUPPLY HOUSES. 


A Product of 
BLACKHAWK MFG. CO. 
Dept. 31749 Milwaukee, Wis. 

















BLACKHAWK HYDRAUL 
% EFFICIENT 





SCREW TYPE JACKS 
12+ 30% EFFICIENT 
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IFY A 


FLAT LEATHER BELT 


THESE LEATHER-BELT TABLES, just 
published by the American Leather 
Belting Assn., now make it pos- 
sible for you to set up your own 
specifications and to suggest a 
leather belt based on the perform- 
ance of modern and up-to-date 
belting, a correlation of scientific- 
ally measured tests and field data. 

Table 1 lists horsepower-trans- 
mission capacities for belts 1 in. 
in width at varying speed with 
the same given large-size pulley 
throughout the tests. Figures in 
this table do not represent peak- 
load ratings, but are based on 
proper tensions and factors of 
safety, so that when corrected 
through the factors in Tables II 
and III, a properly designed drive 
will result. It will be noted that 
the horsepower transmitted per 


TA 
HORSE POWER P: 


PLY 


WEAVY LienT | MEOIUM 


49 
5.9 
6.8 
7 

” o” 24" 


s” aad 30” 
These are the minimum allowable pulleys fer the above thickness belts, 





inch of width increases with the 
speed of the belt. 

Tables II and III provide cor- 
rection factors for Table I. The 
requirements of various industries 
often introduce adverse conditions 
that must be taken into considera- 
tion. For example, it is necessary 
to belt a drive for the peak loads 
that will be encountered. The 
nameplate rating of a motor is 
not a true indication of the peak 
loads that may be met, and the 
correct overload capacity and 
torque characteristics of various 
motors are not always available. 
To insure against under-belting 
and premature belt failure, over- 
load ratings of the motor, atmos- 
pheric conditions, service, etc., 
must be brought into the calcula- 
tion to assure satisfactory belt 


BLE | 
ER INCH OF WIDTH 


sa.T 


Feet 
PER MIN.) meDIUM| HEAVY 


7. 

” | 24" 

3” 30° 
are the minimum ailowatic ter the above tick nese belts. 


For Belt Speeds Over 6000 Feet Per Minute. Consult « Leater Belting Manufacturer. 






























































CORRECTION FACTOR FOR ome sold AND SMALL PULLEY DIAMETER 

= CENTER DISTANCE IN FEET 

Small Up to 4’ s r 10° iz is 20 25' & Over 
Pulley Tight Side Tight Side Tight Side Tight Side Tight Side Tight Side Tight Side Tight Side 
Inches ABOVE BELOW! ABOVE BELOW! ABOVE! BELOW ABOVE | BELOW | ABOVE | CELOW | ABOVE BELOW | ABOVE | BELOW | ABOVE) BELOW 
3” AS | 45 | 46 | 47 | 47 | 48 | 47 | 49 | 48 | so | 49 | sz | 48 | sa | 48 | oss 
” 53 | 53 | 54 | iss | .55 | .s7 56 | 59 | 57 | 61 | 58 | 63 | .59 | 65 | 59 | .66 
5° 59 | .s9 | 60 | 62 | 62 | 6+ | 63 | 66 | 63 | 68 |.65 | 70 |.66 | 72 |.66 | .70 
6" 62 | 62 | 63 | 6s | 6s | 68 | 66 | 70 | 67 | 72 | 68 | .74 |.69 | .76 | .70 | .78 
8” 66 | 66 | 67 | 69 | 69 | 72 | 70 | 24 | .71 | .76 | .72 | .78 | .73 | 20 | .74 | 22 
1g” 68 | 68 | .70 | 71 | 71 | 74 | 73 | 27 | 73 | 29 | 75 | 81 | 76 | 83 | 177 | 85 
12” 70 | 70 | .72 |..74 | .73 | .77 | 75 | .79 | .76 | 1 | .77 | 83 | .78 | 26 | 79 | 28 
15” 73 | 73 | .74 | .76 | .76 | .79 | .77 | 2 | .78 | 24 | 80 | 26 | 81 | 89 | 82 | .91 
18” 75 | 75 | .76 | .78 | .78 | 81 | .79 | #4 | 80 | 26 | 82 | 29 | 83 | 91 | 86 | .93 
24° 77 | .77 | .79 | 81 | 81 | 84 | 82 | 87 | 83 | 29 | 85 | 92 | 86 | 94 | 87 | 96 
30° 79 | .79 | 81 | 82 | 82 | 86 | 84 | 29 | 85 | 91 | 87 | 94 | 28 | 96 | 89 | .98 
36” 80 | 80 | 82 | 84 | 83 | 87 | 85 | 90 | 86 | 92 | 88 | 95 | 89 | 98 | 90 11.00 









































Consider gravity idler and pivoted motor drives with tight side of the belt next to the pivot point as having 25 foot centers. 


For pivot 


Leather Belting manufacturer. 
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ise drives where tight side of the belt is away from the pivot point, do not use 


tables but consult a 












BRONZE 
VALVES 


POWELL BRONZE VALVES ARE CAST PRIN- 
CIPALLY FROM VIRGIN METALS WITH A HIGH TIN CON- 
TENT TO IMPROVE THE PHYSICAL CHARACTERISTICS. 

POWELL BRONZE VALVES ARE FUNDAMENTALLY COR- 
RECT IN DESIGN TO WITHSTAND THE MOST EXACTING 
OPERATING CONDITIONS. 

POWELL BRONZE VALVES ARE MADE TO GIVE SATIS- 
FACTION—TO DO A BETTER JOB FOR A LONGER TIME! 


POWELL VALVES 


Semen 5 geo ae INNATI, 
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Get your share 
of the profitable 
pulley market... 


Sell MAUREY 
STEEL V-PULLEYS 





Variable Pitch Solid Steel Pulley 


You'll not only get your share of 
business but will also establish a 
reputation with your customers that 
will stand you in good stead for repeat 
business. Maurey Pulleys are strong, 
true-running, and stand up under 
severe service conditions, Their su- 
perior design and manufacture takes 
them out of the ordinary class yet they 
cost no more. Why not make full use of 
our complete stocks and rapid ship- 
ments to get maximum profitable re- 
sults. Information gladly furnished. 





Type 3—Under 6 inch 


MAUREY 


MANUFACTURING CORP. 


2904—15 S. Wabash Ave. 
Chicago, Ill. 











performance. It is fully realized 
that conditions in isolated cases 
exist which may not. be covered 
by this table, and exceptions must 
be made in those instances. In 
no instance should a belt rating be 
taken from any one table without 
using the proper correction factor 
from the other two to compensate 
for the individual condition. 


How to Use the Tables 


To find the width of belt re- 
quired, divide nameplate reading 
of prime mover or nominal load 





(important) = 0.8, peak load 
(jerky, shock, full-voltage start) 
= 0.6. Therefore, 10 + 6.7 x 
0.65 x 10x 10x12x08 x 06 
= 3.99 in. Therefore, use 4-in. 
light double belt. 

To find the rating of a_ belt, 
multiply belt width by the values 
in Tables I to III in a similar 
manner as indicated in the pre- 
ceding example. 

If you will follow this procedure 
in working out drives using oak- 
tanned flat leather belts, you can 
be certain that your calculations 





























TABLE 1 
SERVICE CORRECTION FACTORS 
Atmospheric Clean, scheduled maintemance ........cccccccccccsccseteres 1.2 
Condition MEE Kctdnevnnenecntentseve vee tchnedarsiortduvcheyeunes 1.0 
POEL aE ALD B 
Angle of Horizontal to 60 degrees from horizontal .................-. 1.0 
i 60 to75 we ~~ “Beewbeaikkakewnwe ie 9 
ter Une 75to99  “* oA ARIS 8 
Pulley Material Fibre on motor and small pulleys ...............2+0+: nceoes 1.2 
tt NET OEE i.vcancnnencadebececbusah teadeanekinr sue 1.0 
Servi I i NL, 6 oc tedanveaseeeeenecsabeeetsewes 1.2 ft 
ervice REESE rere aicleteuwanademeee 1.0 
OO EO SOO 8 
Light, steady load such as: 
steam engines, steam turbines, Diesel engines, and multi- 
I EOS UL os nce ecsavsecceckradsaeces 1.0 
‘ Jerky loads, reciprocating machines such’as: 

Peak Loads normal starting torque squirrel--cage motors, shunt 
wound D. C. -motors, and single cylinder gasoline 
pare es SER er eT 8 

Shock and reversing loads, full voltage start such as: 
wound rotor (slip ring) motors, synchronous motors... .6 








by values in Tables I to III in 
turn. For example: Assume you 
are going to suggest a belt for 
a motor compressor drive, the mo- 
tor to be a 10-hp., 1750-r.p.m., 
line-start, induction type with 
6-in. diameter fibre pulley with 
6}-in. face. The compressor is 
started automatically against pres- 
sure and has a 30-in. diameter 
x 6}-in. face pulley. The belt 
runs with the tight side down, 
and pulleys are approximately in 
a horizontal line, 6 ft. center to 
center. The service is important 
refrigeration under normal atmos- 
pheric conditions. selt speed 
= 6x2x 1,750 + 12 = 2,750 it. 
per minute. From Table I, light 
double-ply belt suited for 6-in. 
diameter pulley at this speed will 
transmit 6.7 hp. per inch of 
width. From Table II, Factor 
for center distance and small pul- 
ley diameter = 0.65. From Table 
III, atmospheric condition (nor- 


mal) = 1.0, angle of center line 
(horizontal) = 1.0, pulley ma- 
terial (fibre) = 1.2, service 
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are safe and that your customer 
will obtain the maximum possible 
satisfaction from the drive. 


¢ + + 


New Branch Office 


Peninsular Steel Co., which has. 
offices and warehouses in Cleveland, 
Detroit, Dayton, Grand Rapids and 
Toledo has announced the opening of 
another office and warehouse at 4532 
West Palmer St., Chicago. The com- 
pany recently took on the distributor- 
ship of products of Uddeholm Co. of 
America for the state of Illinois. 


Pulley Improvements 


Congress Tool & Die Co., Detroit, 
announces improvements in its line 
of die cast V-Belt pulleys. These in- 
clude the addition of a heavy bead 
around the outside diameter and 
heavier walls throughout, which ma- 
terially increase the life of the pulley. 


Manufacturers Supply Moves 


Manufacturers Supply Co., Grand? 
Rapids, Mich., is moving to 38 Com- 
merce Ave., S.W., about April 15. 










pas 


Sales, FOR ‘‘GREENFIELD”’ 


DISTRIBUTORS THIS MONTH 


Every two or three years “Greenfield” publishes and distributes a new 
catalog, with up-to-the-minute information on the whole “Greenfield” line. 

Always the new catalog brings new inquiries and new orders from manu- 
facturers who go through it carefully and are reminded of items they need. 

Always this new business is placed with supply houses because the 
“Greenfield” policy is to distribute the catalog through you, so that you 
may be identified with it. 

This month hundreds of “Greenfield” distributors will get new orders 
extra business, as they give their customers copies of this newest and best 
“Greenfield” Small Tool Catalog. It pays to be a “Greenfield” distributor. 


GREENFIELD TAP & DIE CORPORATION, GREENFIELD, MASSACHUSETTS 


Detroit Plant: 2102 West Fort St. 
Warehouses in New York, Chicago, Los Angeles and San Francisco 


In Canada: Greenfield Tap & Die Corp. of Canada, Ltd., Galt, Ontario 
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TAPS 


DIES: DRILLS 
& SCREW PLATES 
PIPE TOOLS 
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BARNES 


es 


BLADES 





Barnes Field Men are trouble 
shooters. They know what hack 
saw blades and band saws are 
intended to do. To help a custom- 
er out of a hole, they'll hop onto 
the job as quickly as a fireman 
on a five-alarm blaze. 


So if you’re not handling the 
Barnes Line perhaps it’s about 
time to ask yourself, “Why? 


There are no better hack saw blades and 
band saws than Barnes. And they are back- 
ed by an organization whose business is to 
make your selling job easier. 


For details write Barnes at Detroit. 
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Frank Uhrich, Pioneer 
Supply Man, Dies at 70 


Frank Uhrich, 70 years old, Uhrich 
Supply Company, Kansas City, Mis- 
souri, who was one of the pioneers in 
the mill supply business in the South- 


FRANK UHRICH 


west, died February 6 following a 
brief illness. 

Mr. Uhrich joined the English 
Bros. Machinery Company, Kansas 
City, in 1899, as a bill clerk, and 
advanced through various depart- 
ments of that company. He spent 
many years as a salesman, traveling 
through the Southwestern territory. 
Later, he was in charge of sales for 
English Bros. 

In 1918 Mr. Uhrich established the 
Uhrich Supply Company, dealing in 
power plant specialties. He continued 
in that business until his death. 


Birdseye Passes 


D. A. Birdseye, for 37 years with 
Lamson & Sessions Co., Cleveland, 
Ohio, died February 14, after several 
years illness which had confined him 
intermittently. He was district sales 
manager of the Chicago territory. 
Burial was at Ilion, N. Y. 


Enjoying the annual Philadelphia Purchas- 
ing Agents’ Show are (left to right): 
Charlie Haslup, Fairbanks Co.; Lloyd Gei- 
ger, and E. J. Ball, vice-president Ha‘oca 
Corp. 





_ APRIL 
4 ia iro WICKWIRE ROPE BEYOND SPECIFICATIONS ADVERTISEMENT 


iN BUILDIN odd locking device is the 


Thi 
Yes, killing time . - ae oie: el meron woe APPEARING IN 


ire under test as much 


Power 
Construction Methods 


Wickwire Rope Over You" snme re ipend. Mill & Factory 
worth for every rope delle Steel 


Oil and Gas Journal 
Petroleum World 
Rock Products 


| 
yy 
\ 
National Engineer 
Oil Weekly 
Buildings & Building 
Management 
Iron Age 
age Western Construction News 


WICKWIRE SPENCER line of Wire 
Rope is complete . . . standard as well as Wisscolay Preformed Rope . . . 
a definite size and kind of rope for every purpose. There is no “don’t 
carry it” for the Wickwire Spencer Distributor. He can satisfy every 
inquiry. Write today for the Wickwire Spencer distributor's plan. ° 


WICKWIRE SPENCER 
STEEL COMPANY 


General Offices: 41 East 42nd St., New York City 
Worcester - Chicago - Buffalo - San Francisco 
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DON’T COMPROMISE 


WITH QUALITY! 


After all, it isn’t the cost of the truck that counts . . . it’s the cost of pushing 
the truck. Only about one two-hundredths of the cost of hand truck trans- 
portation is represented by the cost of the truck. The remainder is wages. 
The important thing about hand trucks is not so much their initial cost, 
but how much they will reduce operating expenses by speeding up trucking 
operations. The inherent superiority of ‘‘American’’ Pressed Steel Hand Trucks 
lies in their better balance, their greater ease of handling and their rugged 
strength. Men can make more trips and carry more material with ‘‘American’”’ 
Trucks. The strength of ‘“‘American’’ Pressed Steel Construction reduces 
maintenance and accidental damage costs to a negligible amount. 


It pays to sell quality! ““American’’ Pressed Steel Hand Trucks will build 
prestige and profits for you because they give satisfaction to their buyers. 


THE AMERICAN PULLEY COMPANY 
Dept. 3, 4200 Wissahickon Avenue, Philadelphia, Pa. 


PRESSED STEEL 


HAND TRUCKS 
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New Company in 
Refractory Field 


New entry in the acid-proof re 
fractory field is the Sauereisen-Fuchs 
& Co., recently organized to manu- 
facture and market industrial cera- 
mic and cement products. Among 
these is the Sauereisen patented brick, 
designed for use in pickling tanks or 
wherever acid-proof lining or floor- 
ing is required. 

President of the new company is 
C. Fred Sauereisen, who, through his 
Sauereisen Cements Co., has been en- 
gaged during the past twenty years 
in the manufacture of specialty ce- 
ments. Mr. Sauereisen began his 
ceramic career in the potteries of 
East Liverpool, Ohio, forty years 
ago, and, some years later, did the 
first insulating work for George 
Westinghouse. 

G. A. Fuchs is the vice-president 
and general manager. Mr. Fuchs 
comes from Harbison-Walker Re- 
fractories, where he served for nine- 
teen years, the last seven of these 
as district superintendent. 


White Supply Puts On 
Movies for Foremen's Clubs 


White Supply Co., Waterbury, 
Conn., has launched an educational 
and merchandising program in con- 
nection with Norton abrasives. 
Sound pictures in color were recently 
shown by White Supply at Industrial 
Foremen’s Clubs in Waterbury and 
Torrington, Conn., and at several 
industrial plants having foremen’s 
clubs. 








Ready to push sales higher than this 
giant cactus is Roy Arehart, newly ap- 
pointed district manager of Yale & 
Towne Mfg. Co. Mr. Arehart's head- 
quarters will be Pittsburgh 
























FABRICATING INDUSTRIES 






cleaned at mini- 
mum cost’ with 
VIL® AUKEE wire 
cup brushes’ on 
the job. 


Meal plates cre 


EGR OE 
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Presto! Welding spat- 
ter disappears like 
magic when M y 
WAUKEE wire cup 
brushes “tackle” 
structural steel. 


OFFER REAL 


Profi f 


OPPORTUNITIES 
FOR You/ 


Here’s one of many answers to the ques- 
tion “Why Sell Brushes?” And it’s a 


rapidly increasing market every day! 


Until recently the usefulness of wire 
cup brushes for cleaning large metal 
surfaces was scarcely recognized. Now 
their important advantages are being 
acknowledged and applied everywhere, 
particularly in the fabricating industries. 
No matter what “tough stuff” these 
users have to remove . . . whether it’s 
scale, corrosion, paint, or welding spat- 
ter... on structural steel, metal plates, 
boilers, tanks, dump bodies, locomotives, 
etc. ... MILWAUKEE wire cup brushes 
are doing the work . . . better, quicker, 
and cheaper. 


So, when a single product offers such 
definite profit opportunities, depend on 
the complete MILWAUKEE line and its 
cost-free expert engineering staff to serve 
you so that you can serve your customers 
better! 


THE MILWAUKEE BrRuSH MANUFACTURING COMPANY 
MILWAUKEE, WISCONSIN 








LT: Key to Industrial Brush Problems 


FLUE BRUSHES 


* FLOOR BRUSHES - PUSH BROOMS + BENCH BRUSHES - FOUNDRY BRUSHES 
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Adding to size of orders 


Against a background of 28 years of specializing on Hollow 
Screws, Allen adds to its line these related products to sell 
through Distributors handling its hollow screws. 

The new items enable our Distributors to get more volume 
on Allen products with practically no more sales-effort. The new 
lines supplement the old; the same industrial plants use them; 
the same industrial buyers specify them. 

Although Square Head Set Screws and Dowel Pins are not 
new, it’s something new to be able to get them with the metal- 
lurgical excellence and precision processing of your Allen Hollow 
Screws. Your customers will preferably buy these accessories 
along with their regular requirements in hollow screws. 

We'll gladly send technical literature on the enlarged Allen 
line to every present or prospective Distributor with an eye to 
the enlarged size-of- orders! 


THE ALLEN MEG. COMPANY 


HARTFORD, CONN. U.S.A. 
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Butterfield Elected V. P. 
Manning, Maxwell & Moore 
Manning, Maxwell & Moore, Inc., 


of Bridgeport, Conn., has announced 
the appointment of C. H. Butterfield 





C. H. BUTTERFIELD 


as vice-president and general sales 
manager of the industrial and rail- 
road divisions. 

Mr. Butterfield started with 
company in 1917 in the engineering 
department of the Hancock valve 
plant in Boston. In 1929 he was 
made assistant works manager at the 
Hancock plant and in 1935 he was 
made general sales manager of the 
Locomotive Equipment Division. 

Ralph F. Heath has been named 
sales representative in Houston, 
Texas. for the complete line of in 
dustrial products of the company. He 
was formerly representative in New 
Orleans. 

Jack Schuyler will take over t 
New Orleans territory. He has foi 
the past five years been connected 
with the Los Angeles branch office. 





Checking over a program of events at 
a marketing meeting held recently in 
Philadelphia were James H. Robins, 
president, and Archie Chandler, sales 
manager, American Pulley Co. 














for the QUAKER Distributor 


Industry just can’t get along without rubber goods. 
The Distributor holding the Quaker franchise is 
placed in position to secure his equitable share of 
this profitable business. 

Quaker manufactures a complete, easy-to-sell line 
of Mechanical Rubber Goods. So complete that you 
can secure from this one source of supply everything 
needed in Mechanical Rubber Goods . . . belting, 









* 
ores 


Rep hele gta 


hose, gaskets, packings, matting, tubings and mis- 
cellaneous moulded products. 

Then, too, Quaker maintains the largest warehouse 
stock of Mechanical Rubber Goods in the East... an- 
other big asset for the distributor of Quaker Products. 


Ask about the Quaker franchise 
and policy of Distributor protection. 
A letter will bring the facts. 
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TROUBLE 
To Sell Food 


THIS Nn - 





You can save time and trouble by 
switching from “‘cracker-barrel” handling of abra- 
sives to the convenience of AP ‘tMasterpak.” These 
packaged abrasives put an end to the nuisances of 
untying bales, counting out sheets, and repackaging 
for protection in delivery ... To fill an order for a 
ream, just take a ‘“‘Masterpak”’ down from the shelf; 
you sell by the unit, sure that every sheet is fac- 
tory-fresh and unbroken . . . completely protected 
from the elements. 

With such advantages as the exclusive 
“Masterpak,” 24-hour action on orders and 
authoritative technical counsel, the AP complete 
sales program is building new abrasive profits 
for distributors everywhere ... The details of this 
attractive franchise will be sent to you gladly. 
Abrasive Products, Inc., South Braintree, Mass. 


ABRASIVE &% PRODUCTS 


© JEWEL EMERY @ ) L GARNET “Ss F JEWEL T © NEW PR 


INC. 
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Leon B. Hastings, new salesman with 
Riechman-Crosby Co., Memphis, Tenn., 
catches up on his reading in the com- 
pany's "library" office. Mr. Hastings will 
travel in Arkansas and Eastern Oklahoma 
with headquarters in Little Rock, Ark. 





| Visitors Goggles—An 


Added Profit Item 


A dozen pairs of protection gog- 
gles (American Optical Co.) lay on 
the table beside the receptionist at 
the factory office of the Symington 
Gould Co., Rochester, N. Y., makers 
of railway equipment. 

“It will be necessary to wear these 
goggles when you go into the fac- 
tory,” the receptionist said. 

Curious about the matter we asked 
Mr. Ried, superintendent, why visit- 
ors were given goggles. “We insist 
that our own employees have the pro- 
tection of goggles in the plant,” he 
explained. “Naturally visitors are 
entitled to equal protection.” 

Eye accidents, he explained occur 
when least expected, and the one 
assurance of protection is to wear 
goggles at all times while in the 
foundry, or grinding departments. 

It is understood that a number of 
other plants have also adopted this 
practice, including the International 
Harvester Co., Auburn, N. Y., plant. 

Profit-minded supply men will see 
the possibilities of this item of natu- 
ral demand, were real sales effort 
placed behind it. The mill supply 
man must of course sell the plant on 
the necessity of keeping this supply 
of visitors goggles at the reception 
desk at all times and not borrowing 
from it for employees use. 

The visitors reserve of goggles 
idea could be better sold if manu- 
facturers of goggles would pack them 
in inexpensive cases, six or twelve 
to the case and labeled plainly as 
visitors goggles. 

A VISITORS GOGGLE stock of- 
fers the following advantages: 

1. Creates profitable sales without 
loss to competing supply houses. 

2. Gives legal protection to the in- 
dustrial plant against claims, genuine 
or false on the part of visitors. 

3. Prevents possible permanent in- 
jury to visitors. 

4. Excellent replacement sales. 








ELASTIC ENVELOPE - 
TAKES THE WEAR 





HIGH TENSION 
SECTION 


CONTINUOUS CORD 1X 
23555°*" NEUTRAL SECTION 


HIGH COMPRESSION 
SECTION 












“GROOVE-GRIPPING” ACTION OF 
New MEDART 
V-BELTS 


Gives You A New Profitable 
Selling Angle 


The New Medart V-Belts with their “groove-gripping”’ action are precision 
engineered and constructed—assuring maximum power transmission — at 
minimum cost... This gives every Distributor and Distributor Salesman a new 


and profitable selling angle — assures fast turnover—paves the way for sales 
of related transmission items. 


The load-carrying cord section of the belt is concentrated at the neutral 
axis of the belt assuring minimum of friction and safeguarding the tension- 
carrying element from internal breakdown. 


Further—each strand in each individual belt, as well as each belt in a 
multiple drive, carries its proportionate share of the load. .. . This results in 
smooth, uniform action— permits maximum belt tension —eliminates undue 
wear or strain — prolongs belt life. 


Medart Sheaves are furnished in all sizes. 


Send For Selling Information — it’s easy to show your customers how to 


save on power transmission costs with these new Medart V-Belts —They 
Grip the Grooves.” 


THE MEDART COMPANY 


° St. Louis, Mo. 


3514 DeKalb St. » 
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Distributor Designs 
Mounting Hose Reels 


















































For years, the accepted method of 


Repeat Sales come from 
| storing reels of hose has been to 
Ss a t A 4A a i e d u s e r s s . «+ @¢ es hoist the reels on horizontal shafts 


resting in sockets on wooden racks. 


“HALLOWELL’| ~~. 


STEEL SHOP EQUIPMENT 


does satisfy and does bring steady 
business to Mill Supply Houses 


- 


“HALLOWELL” STEEL BENCHES “HALLOWELL” STEEL STOOLS 


¢ 






, : é Fig. 1334 a : 
Pat'd and Pat's Pond’s. Pat. Applied For Revolving mount makes storing and 


Drawer is extra Applied handling easy 
Fer Fig. 1249 

Buyers are quick to recognize the mony The exceptional and lasting rigidity of Co., of Buffalo, N. Y., were not satis- 
advantages offered by ‘‘Hallowell’’ these all welded stools makes repeat sales _ . ae ee » fw , 
Benches. The fact that you can supply a certainty. “Hallowell” Stools are made fied that this was the best manner to 
them with a bench that will exactly fill in a complete selection of styles and will store these reels and developed an en- 
their need right from stock is usually a more than satisfy your most discriminat- . 7 c . 
deciding factor. anew Benches ing customers. tirely different type of mounting 
have smooth steel tops—rigid flanged legs Bina =o om « . 
ee ans a ren “HALLOWELL" which they have found makes for 
drawer if desired. STEEL LIFT TRUCK PLATFORMS easier and more efficient handling. 


The mounting, which they now 
use, consists of a circular platform 
mounted on pivoted casters. In the 
center of the platform is a shaft turn- 
ing freely in a bushing set into the 


“HALLOWELL” STEEL TRUCKS 





Fig. 799 





These are made to be easy on the floors. The _ ’ » . . 
The end-grain wood legs allow them to floor. rhe reel ot hose stands on 
set down as gently as a cat’s paw. You end on this platform, so that plat- 


can back these to the limit. 


form, reel, and all, rotate freely when 
“HALLOWELL" the hose is pulled out. If desired, a 
STEEL SHAFT second reel of smaller diameter hose 
——_— COLLARS may be placed on top of the larger 
Fig. 754. Pat. Applied For Unbreakability one. 


and machine 
finish combined - 
with low price 
give these collars 


If you want to supply your prospects 
with floor trucks that will give them 
the best value for their money—you'll sell 





them “Hallowells”. The steel platforms a world-wide 
won't chip or splinter . . . all parts will popularity. For 
stay rigid . wheels and hubs are made greater protection 
for easy rolling, and they're supplied in now supplied with 
wide variety Fig. 1432 Patented “Unbrako” Self- 

Locking Set 

screws. 
“HALLOWELL” 


STEEL 
TOOL STANDS 






“PIONEER” 
STEEL SHAFT 
HANGERS 


The original steel 
Shaft Hanger- - 


Fig. 705 


Moves easily 
wherever it's 
needed; an easy 
stand to sell. 
Made in a vari- and the only 
ety of types for hanger with inte- 
all purposes. gral feet. M''- 


























lions in use the Pat'd 
world over. Fig. 300 
Write for 
LITERATURE | STANDARD PreEssep STEEL Co. “The show's a success!” say “Whitey” 
AND s BRANCHES JENKINTOWN, PENNA. BRANCHES | Shepard, Harry Arno and Harry Brandes, 
DEALERS BOSTON cnuicaco all Buh! industrial salesmen at the recent 
PROPOSITION “Tien, Sse? 2. ae industriel exhibition of Buhl Some Co. 
etroit 
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Mint ft Konkonfesmnes dD bthubuteth and thes Salesmen 


Wins 


RING 


_ 58 sees 
BOW 7m JOURNAL 


rit ce us 


PAPER worn 


SEC WASING = “ fit 
REIN Muiicraite 


Sell QUALITY +. Seéé LUNKENHEIMER 


9-62-14 
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FOR HAND TRANSFER 





FOR HYDRAULIC POWER 


oY 


FOR GAS AND OIL 








FOR HEAVY LIQUIDS 


If you are sincerely looking for a ‘‘ quick sale— 
good profit’’ product, by all means investigate 
Roper Rotary Pumps. Your market is limited 
only to the extent of vour efforts. Your contacts 
are already made, paving the way for quick sales 
to manufacturing plants, contractors, public 
utilities, mines, quarries, ete. 


The Roper pump (only two moving parts) is the 
simplest rotary design on the market. Not only 
(loes this feature ‘‘sell’’ prospects but the average 
salesman can, in a very short time, grasp the 
fundamentals, intelligently talk ‘‘pumps’’ and 
estimate ordinary pump problems. When diffi- 
cult installations are to be figured, our staff of 
Sales Engineers will be glad to cooperate. 
Well known to the trade, Roper Rotary Pumps 
are built in a variety of sizes from 1 to 700 
gallons per minute against pressures up to 750 
lbs. Write today for bulletin MSR-1 and com- 
plete details. 


GEO. D. ROPER CORP. 


ROCKFORD, ILLINOIS 





FOR GENERAL USE FOR MACHINE TOOLS 
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P. H, McManus really “gets down to 
work" and holds the interest of a crowd 
at the Templeton, Kenly exhibit at the 
Buh! Sons Co. industrial show in Detroit 


Apsey Becomes Director 


Exhibitors Advisory Council, New 
York City has announced the election 
of J. F. Apsey, Jr., as a director of 
the Council. Mr. Apsey is advertis- 
ing manager for Black & Decker 
Mig. Co. 


Heller, 50 Years with 
103-Year Old Organization 
Paul E. Heller, president Heller 
Brothers Co., Newark, N. J., re- 
cently rounded out 50 years of ac- 





tivity with the Heller organization. 
He is in his 26th year as president 
of this 103-year old organization, 
which was started by his grand- 
father in 1836. 

Paul Heller is known personally 
to many in the supply and manufac- 
turing field as a result of 50 years’ 
activity in business, attending indus- 
try meetings and conventions. He 
is also a well known figure in sports 
and has to his credit a golf club pat- 
ent which popularized a certain make 
of golf club. He is still a very active 
golfer and is president of the New 
Jersey Seniors Golf Association. 








THIS LUMA INN 
TURNS THE SPOTLIGHT ON “IRON” 


lap- QRecaliy 


JENKINS iron 









The current advertisement in the 

Jenkins “Iron” campaign, ap- 

pearing in top-rank Industrial, 

Power Plant, Engineering, Pur- 

chasing and Refining publica- 

tions- with a monthly circulation 
of over 200,000. 









0 b 
liquor” jn eum Da 
Instali *wl0 spar, ws, " which boil, and 
led in 1898 sity "5 72 large Jenkin a Yttallives 
S°1mg stron 4 Irom Vai, 
&. ves, 














at the } 
fo ~ DOse 

. 80 y OF Jenkins 1, nV ™ 
Philadeipy,, 8 White se. 0 Valye< 






New Yon 


Cram one S035 


Bry ANNIVERsany 











Dominant advertising campaigns 
on other phases and types of valves—appearing in Executive, 
Architectural, Engineering and Specialized Industry publi- ; 
cations with an aggregate of more than 280,000 readers. =—= SSS : 


THE MEN YOU SELL READ JENKINS ADVERTISING 






MILL SUPPLIES @ APRIL 10, 1939 















































Mi 0 R ra production per 


man per hour 
per unit . . . that's the ONE 
way to show a profit... and 
ONLY with dependable equip- 
ment is this possible. U. S. 
QUALITY tools help cut costs 
in production. Their use is wise 
shop practice. 


6” BENCH GRINDER .. . N-E-W 





“Skipper” 


New special features. 
enclosed motor. 
free operation. 
wheel wear. 


1% h.p. totally 
Ball bearing. Trouble 
Tool rests adjustable to 


“UTILITY" HIGH TORQUE 
DRILLS 






"—%4"—"4". Powerfully, ruggedly con- 
structed, triple reduction drills for high 


torque. Big, economical, popular priced. 


THE UNITED STATES 





c= ELECTRICAL TOOL CO. 





“It's a Small World,” 
Says Budd Hazer 


A strange interlude, we call it. 
Here’s a dyed-in-the-wool industrial 
distributor’s salesman, who has been 
meeting his quotas steadily for the 
last dozen years, who knocks off in 
the middle of it while in his early 
30’s, takes his wife and voyages 
forth around the world. 

The salesman is Robert (Budd) 
Hazer, of J. E. Haseltine & Co., Port- 
land, Ore. He and Mrs. Hazer left 
Portland Feb. 16 and sailed from Los 
Angeles Feb. 20. The high spots of 
their trip will be the Hawaiian 
Islands, Japan, China, India, New 
Zealand, Australia, South Africa and 
home via South America. They are 
cutting out Europe this time. 

Budd has been with the Haseltine 
| Co, for about 12 years. All that time 
he had one great ambition, and that 
was to go around the world. And all 
that time he had been saving his 

dough to that end. 
The couple expect to be back about 

July 1. They are going most of the 

way by freighters with passenger ac- 

commodations—a little slower, but 
with plenty of time out for seeing 
things at many ports. For one thing, 

Bud expects to drop in on some of 

the distributors in these places and 

see how they function. 





INVESTIGATE 
the U. S. 6-Point 
Distributor Plan 


1. Full Line 4. Protection 


2. Super-Quality 5. Good Profit 


3. Economical Price 6. Sales Aid 











PRECISION LATHE GRINDER 





Interchangeable grinding quills. 
cision production. 
ditioned. 
grinding. 


For pre- 
Ball bearing. Air-con- 
For internal and external 


7” PORTABLE SANDER 





Permanently lubricated. Air-conditioned. 

Universal motor. Flexible rubber cable, 

plug, disc pad and disc furnished. 
Write for 


Catalog No. 54 


new 





In a typical Canadian winter setting, 
W. G. Metcafe (left), Frank Darling & 
Co., Vancouver, B. C., greets Neil C. 
Hurley, Jr., vice-president of the Inde- 
pendent Pneumatic Tool Co., Chicago. 
Mr. Hurley stopped for a call on this 
"Thor" electric tool distributor during 
his recent trip through the Northwest 
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QUICK QUOTES: "...the Gilmer line 
proved profitable. It carries a very 
nice margin on each item and this is 
especially true of your specialty 

belts—a group not made by any other 
manufacturer...we are able to 

properly belt any type of drive." 




















found that a break-down of Gilmer sales proved quite enlight- 
ening. His figures prove what Gilmer can prove to you. It’s this: 


e J. F. Phillips, sales manager, The Boyer-Campbell Co., Detroit, . 






















“VITAMIN-S” COMES FROM 


THESE 14 SPECIALTIES . . 


A Group Found Only in 


the Gilmer Line! 





YOU CAN INCREASE YOUR VOLUME OVER 50% on Miscellaneous 
Transmission Belts and Belting—the 14 special Gilmer products 
checked above! Gilmer can take your volume on Multiple Belts, 
First-Grade Flat Belting and F. H. P. Belts and give this added 


business without including the increased business you would de- 


LINE 


$uzHL1O 





KABLE KORD 
ENDLESS BELTS 





velop on Gilmer V-Belts and First-Grade Transmission Belting! 


Get going with Gilmer! You'll find this increased volume 
mighty attractive right now. Remember it’s gained without 
increased inventory—and sales are at a long margin of profit. 
What more can any line offer ? 


Ask the Gilmer Representative about “Vitamin-S”. He’s the 
one who will work with your organization developing this 
Miscellaneous business— with the complete Gilmer Line! 

Factory Branches and Warehouses: Atlanta, Ga., 95 Pine Street * Chicago, Ill., 
351 East Ohio Street * Houston, Texas, 1015 N. San Jacinto Street * New York, N. Y., 


50 Church Street + Newark, N. J., 11S Edison Place * San Francisco, Cal., 510 Bryant 
Street + Seattle, Wash., 307 Maritime Building * Tulsa, Okla., 802 Archer Street. 


L. H. GILMER COMPANY, Tacony, Philadelphia 
The Oldest Firm of Rubber Fabric Belt Soecialists 
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ROUND ENDLESS BELTS 





RH AND RHO BELTS 





CD AND CUT-EDGE 
FLAT ENDLESS BELTS 





SPEEDAGE WOVEN 
ENDLESS BELTS 





#99 AND «1010 SPLICED 
ENDLESS BELTS 





SOLID WOVEN ENDLESS 
BELTS AND BELTING 





BAND SAW BANDS 





SPINNER AND 
TWISTER BELTS 





PLANER BELTS 





GAINER CONE AND 
LICKERIN BELTS 








PRINTER'S TAPE AND 
MIEHLE PRESS BELTS 





COTTON DUCK AND 
ENROBER BELTS 


<~ a ee ed cl Dace el el a ed 








TUBE WINDER BELTS 





























Careyclad wears 100% longer than ordinary roof coatings because 
it is made under an exclusive Carey formula, combining the finest 
“High-Melting” asphalts with specific “Anti-Aging” chemical com- 
pounds. Specially graded asbestos fibres from our own mines give 


additional strength. 


Careyclad Coating is not subject to hair- 
cracking, alligatoring, pinhole formation, 
slipping or sliding. Will not ball or roll up 
under brush. Highly resistant to the dis- 
integrating action of 





























the ultra-violet rays of 
the sun. Gives you both 
longer protection and 
greater economy. Sat- 
isfactory for many dif- 
ferent types of roofs, 
including metal. 


Write for details of at- 
tractive Distributor 
Franchise — Dept. 55. 





THE PHILIP CAREY COMPANY -: _ Lockland, Cincinnati, Ohio 


Dependable Products Since 1873 


BRANCHES IN PRINCIPAL CITIES 





































AS INDUSTRIAL ADHESIVE TAPES 
MARCH AHEAD WITH INDUSTRY 


The constant demand for the 
Industrial Tape Corporation 
standard line of adhesive tapes 
means steady, all year ‘round 
repeat profits. Begin today to in- 


crease yourbusinessandincome! — “ite for 
samples 

Our laboratory is ready to assist you with and sales 

any special tape problem. No obligation. plan. 


yy 


a 
INDUSTRIAL TAPE CORPORATION 


NEW BRUNSWICK, N. J. 
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H. Channon Co. Announces 
Organization Changes 


Following the election of R. E. 
Kramer as president of H. Channon 
Co., Chicago, C. J. Craig Douglas 
was made industrial sales manager. 
Mr. Douglas has been with H. Chan- 
non Co. for ten years and was orig- 
inally manager of the hardware sales 
department and subsequently became 
assistant sales manager under Mr. 
Kramer. 

Other changes announced include: 
appointment of Charles L. Kettler as 
a representative to cover the Mil- 
waukee, Wis., territory; W.  P. 
Christensen as a special sales repre- 
sentative in Chicago; D. J. Higgins 
to service railroad accounts; Frank 
B. Tannehill, formerly assistant sales 
manager of South Bend Lathe Works 
and graduate mechanical engineer, to 
handle special sales work. 

C. D. Viehoff has been transferred 
to the sales staff and will concentrate 
on servicing coal accounts. Howard 
Knickerbocker has been transferred 
from manager of the city sales desk 
to the outside sales staff. Frank 
DelPorto has taken over Mr. Knick- 
erbocker’s post as manager of city 
sales desk. 

John Dunn was recently promoted 
from order desk to telephone sales- 
man on the city sales desk. He is 
replaced by Fred Kreplin, formerly 
of the service department. 

William J. King, who had been a 
member of the sales force for fifteen 
years, died February 19, after an ill- 
ress of only a few days. Mr. King 
was very highly thought of by mem- 
| bers of H. Channon Co. and the 
trade he serviced. 


Territorial Change 





H. K. Worthington, district sales 
engineer for Sprout, Waldron & Co., 
has taken over the duties of C. L. 
BeVier and will represent the com- 
pany in both Eastern and Western 
New York. 





Caught off guard, Alfred H. Brooks 
(left) of Superior-Sterling Co., Bluefield, 
W. Va., just leans back and gives the 
photographer the horse laugh. Busy 
working is Kelly Shumate 
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Electrocoated Garalun- tor Etticient 


Finishing of Fine Cabinet Work 
Here it is—Armour’s ELECTROCOATED GARALUN—a 


surface coated, woodworking abrasive of sharp, long- 
lasting, even-cutting uniformity, particularly engineered 
for high-speed belt-sanding equipment. Ideal for smooth, 
quick surfacing and finishing of fine furniture and cabi- 
net work. Coated by the electrostatic process, each abra- 
sive grain acquires an electrical charge, and is pulled 
through a static field by thousands of volts of power— 
to be deeply embedded on end in glue applied to backing. 
Armour's Electrocoated Garalun ‘The same process arranges abrasive grains at equal 
(aluminum oxide) is available in s : 
standard size sheets and rolls, belts minute distances apart. 
or discs on cloth or paper backings. Write for details of our dealer franchise plan. 


a 





ARMOUR SAND PAPER WORKS 


Division of ARMOUR 4xD COMPANY 


5 ee emo ob een 4. Fees. «sr Bele 
Stocks Distributed from branches in following cities: 
Oh FEO). NEW YORK BUFFALO PHILADELPHIA MILWAUKEE DETROIT PITTSBURGH CLEVELAND 
INDIANAPOLIS ST. LOUIS SAN FRANCISCO LOS ANGELES SEATTLE HIGH POINT, N.C. CINCINNATI 
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BEST PUMP SET-UP 


olan late Uktialel me kia] lllicl es 


73.9% 
WO) >a = 


voted for 


GOULDS 


than for 
the 2nd choice 





























Central Rubber & Supply Co., were on 
their toes at the recent Indianapolis 
Purchasing Agents’ show. Here R. E. 
McKee talks things over with a visitor 


Experience dictated the answer. Are you, too 


Goulds, faverite line of the mill supply trade? If not Springer Takes New Post 
wae Fer complet “iteration With Cutler-Hammer, Inc. 


J. C. Springer, who for the past 
seven years has served on the sales 
force of Cutler-Hammer Inc., at Mil- 
waukee, Wis., has just been named 
assistant credit manager. 

Mr. Springer will assist W. EF. 
® ooa2 Sargent, credit manager and assist- 
ant treasurer, in connection with the 
firm’s complete line of motor control 
apparatus. 














YOU 

CAN 
SELL 
THEM 

IF 

YOU 
SHOW 
THEM 


Ciements CADILLAC 


BLOWER ¢ SUCTION CLEANER © SPRAYER 


Let one of your customers try this brand new 2-speed Clements 
CADILLAC portable electric blower for a few days and it’s a safe 
bet you make a sale. It’s a good idea to take one along on your 
calls—demonstrate it—let your prospects try it in their plants— ~ 
around machinery, electrical equipment, storage bins—wherever dust | 

({ 


Keasbey & Mattison Appoints 

Keasbey & Mattison Co., Ambler, 
Pa., has announced the appointment 
of William S. Acuff, Ir., as sales 
manager for the company and _ the 
promotion of Henry C. Whittlesey as 
advertising manager. 











and dirt must be removed. 

The new Clements CADILLAC is a 3-purpose tool—blower, suction 
cleaner, sprayer—and its 1 h. p. 2-speed motor does all jobs ably. 
Strong, economical, absolutely safe. 

Here’s a tool you can sell! Take one to your customers and prove it! 





Keeping the visitors interested and 
happy are Jack Bennet, W. O. Barnes 
Co. and H. Lewis, Indianapolis Machin- 
ery Co., at the recent Indianapolis Pur- 


CLEMENTS MFG. CO. 


6656 So. Narragansett Ave. CHICAGO, ILL. 











chasing Agents’ show 
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The most 
complete line 
of pipe tools 
manufactured 
....and each an 
improved tool. 


















Write for Catalog 


ARMSTRONG BROS. TOOL CO. 


“The Tool Holder People” 305 N. Francisco Ave., Chicago, U.S.A. 
Eastern Warehouse and Sales: 199 Lafayette St., New York @ San Francisco @ London 
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| Users Everywhere say . od 
“They're just what we want.” 


BRA 


SELF-LOCKING HOLLOW SET SCREWS 


with the knurled points 














It will pay you to carry and sell them 


There’s a wide market for these new self- 
locking set screws that can be depended 
upon to perform their assigned jobs. Once 
turned into place they’re held fast by the 
ingenious knurling around the points. All 
the vibration, all the shaking or jarring can- 
not dislodge them. Yet, they can be removed 
with a wrench for making adjustments and 
the same screws used again and again. If 
you are not already profiting by selling 
“Unbrako” Self-Locking Set Screws, write 
today for full details. 


STANDARD PRESSED STEEL Co. 





BRANCHES JENKINTOWN, PENNA. BRANCHES 
BOSTON CHICAGO 
DETROIT BOX 519 ST. Louis 
Pat. App. for 








INDIANAPOLIS SAN FRANCISCO 











THERE ARE DEPENDABLE PROFITS 
BEHIND UPSON-WALTON PRODUCTS 








An outstanding quality line 
° a 
WIRE ROPE 
MANILA ROPE 
BRATTICE CLOTH 
TACKLE BLOCKS 
TURNBUCKLES 
WIRE ROPE FITTINGS 
MANILA ROPE FITTINGS 
CHAIN FITTINGS 


A detailed description of these 
profitable U-W mill supplies is 
yours for the writing! 

















Established 1871 
Main Office and Factory: 1168 W. llth St. 








CLEVELAND, OHIO 
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Sars RBeEes 





J. Frederick Rogers (facing camera) 
and George F. Evans (right) of Beals, 
McCarthy & Rogers, Buffalo, enjoy a 
hearty laugh with Floyd Rose (left), 
Vanadium Alloy Steel, and Scott Os- 
good of the Curtis Screw Co. 





Billings & Spencer Purchase 
Wrench Division Bemis & Call 


On March 3rd Billings & Spencer 
Co., Hartford, Conn., announced the 
acquisition of the wrench division ot 
Bemis & Call Co. 

Hereafter all wrench products for- 
merly manufactured by the Bemis & 
Call Co. will be produced and shipped 
from the Hartford plant of Billings 
& Spencer. 

For 104 years the Bemis & Call or- 
ganization has produced high quality 
wrenches. The same high quality 
and workmanship will be maintained 
by Billings & Spencer. 








Do You Know? 


(Answers to questions on page 31) 








1. No, it really is trapezoidal in 
cross-section. 

2. It is customary to say “v-belt 
drive” and “v-belts”. Some drives 
have only one v-belt, although most 
have several. 

3. Cross-section, linear speed of 
belts, power to be transmitted, and 
are of contact on the smaller sheave. 


4. As many as 35 have been re- 
ported on a single drive. 


5. Fabric impregnated with rub- 
ber. 


6. Outside zone, mainly rubber; 
center zone, heavily corded; and in- 
ner zone, mainly rubber. 


7. Protective principally—it is in 
tension, but transmits little power. 
8. Power transmission. 


9, Protective again, and cushion- 
ing. This zone is in compression. 


10. To cause the belt to conform 




















FAN interest into 
BUYING ACTION 


You can fan interest into orders with 


Performance Photos that show your 
product in actual operation. They will 
add power to all your advertising and 
selling efforts, and will help boost your 
sales skyward. Costing little . . . they 
greatly reduce selling cost. Send for il- 
lustrated booklet. 


Photographic & Mlustration Department 


McGraw-Hill Publishing Co., Ine. 
330 West 42nd Street 
New York City 
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Volume Sales because this 


All Alloy Ritetc 


pays for itself 


If this Housing ever 
Breaks or Distorts we 


will replace it Free 
ELYRIA. O. 














in wrench repair savings 


@ When you sell a RIID, your cus- 
tomer gets a unique wrench that stays on the 
job, costs next to nothing for repairs. For 
that housing guarantee means what it says—no 
bother or expense for housing repairs. But mil- 
lions of users like it for other reasons, too—the 
adjusting nut that spins easily in all sizes, 6” to 
60”; safe action replaceable chrome molybdenum 
jaws, handy pipe scale on hook jaw; comfort-grip 
I-beam alloy handle. Sell fettmaims—for the econ- 
omy and wrench satisfaction your customers want— 
which means more sales and profits for you and your 
Company. 


THE RIDGE TOOL CO., ELYRIA, OHIO 


Rice lb PIPE TOOLS 


Here's one kind of job - - - - 


TAYLOR-MADE 
ALLOY STEEL SLING CHAIN 
HANDLES WELL 


It Pays Distributors to 
Sell It! 


Increased strength and safety 

' mean longer life and that’s what 
your customers get with Taylor- 
Made Alloy Steel Sling Chain. 
Made of nickel Molybdenum al- 
loy which provides a fine grain, 
this alloy has two outstanding 
features: great resistance to 
shock at sub-zero temperatures 
and high tensile strength at high 
temperatures. You can see why 
it pays to sell Taylor-Made Al- 
loy Sling Chain. It handles those 
heavy, dangerous jobs that large 
plants are faced with constantly 
and stands up under continuous 
day-after-day service. The mar- 
ket is broad and the profits are 
substantial—look into this profit- 
able line today! 
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to pulley grooves when flexed and 
to do so without heating. 


11. Yes, the life of rubber is short- 
ened materially by heating. 


12. In the two outer zones. 


13. It can be, but usually isn’t, 
because this would mean excessive 
tension in the belt to cause it to 
drive. 


14. Yes, and nowadays often does. 


15. Except on a flat driven sheave, 
it transmits power by locking or 
wedging against the sheave sides. 


16. Normally, it is flush with the 
surface, to plus or minus yy-in. 


17. Never. Some makers specify 
Ys-in. clearance, others 4-in. 


18. Wear of the belt will even- 
tually permit it to ride the bottom 
of the groove. Then it begins to 
slip and overheat. 


19. Only on groove angle, which 
is 40 deg. included angle in general. 


20. Some makers make the driv- 
ing sheave with grooves at a 34 to 
36 deg. included angle and the driven 
sheave with 38 deg. 


21. Five, called A, B, C, D, E. 


22. No, they vary slightly, but are 
usually considered interchangeable 
with other belts in the same size 
classification. 


23. Silence, compactness, 
center drives, high efficiency. 


short- 


24. From 1-1 to 7-1 for normal 
service. 


25. Yes, on up to 10-1. Above 
that, get maker’s recommendations. 


26. Slippage is very low and 
creep less than 5% because of the 
working action of the belts in the 
sheave grooves. 


Sam Supplier's Log Rolling 
(Answer to the problem on page 31) 


The total distance Sam walks on 
each section is the hypotenuse of a 
right triangle, with the length of 
the section as one arm and the dis- 
tance rolled as the other. The di- 
ameter of the pipe has nothing to 
do with it, except maybe making 
Sam take bigger or smaller steps to 
stay afloat. The 10-ft. pipes rolled 
20 yards, or 60 ft., each. Therefore, 
the distance he walked on each is the 
square root of 10° + 60? or 60.8. 
On 25% of the logs (or 10) he 
walked 608 ft. Figuring the 12-ft. 
logs the same way, he walked 1398 
ft. on them. He also made ten 
20-yd. trips to the top of the incline 
and thirty 15-yd. trips, a total of 
650 yd. (1950 ft.). Thus the total 
is 608 + 1398 + 1950 = 3956 ft. 
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nnouncement 


The next issue of MILL SUPPLIES — the April 25th Industrial Sel- 
ling (tabloid newspaper) edition — will be devoted to appraising the im- 
mense sales opportunities for distributors in today’s most active market... 


the construction field. 


Residential construction is double that of last year. Engineering construc- 
tion is at a high level. The utilities are beginning their expansion program. 


Most important news is that construction is becoming highly mechan- 
ized — even in residential building. Power tools, accessories, wire rope, 
hose, pumps and compressors, safety equipment, materials handling 
equipment, pipe and hand tools, welding rods are all finding bigger mar- 
kets in construction work than ever before. Pipe valves and fittings have 
always been a staple line in this field. 


April 25th (tabloid newspaper) MILL SUPPLIES will be a great help 
to supply men in developing MORE construction business. Besides an- 
alyzing the sales opportunities for each of 12 major lines which contractors 
use in quantities, this issue will point out proven methods of working with 
and selling to contractors. It takes a different approach than industrials. 

Finally, this issue will feature the advertising of products having the 
greatest sales applications in the construction market. 


Be sure to watch for your copy 


APRIL 25th 






= 


TABLOID 


the annual construction market issue 


* 
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STAR HACK SAW BLADES ARE 
SETTING NEW SALES RECORDS 


For over half a century, STAR Hack Saw Blades have been one of 
the best selling lines in the trade. Today, with the blades better 
than ever and the oldstyle cardboard containers of the hand 
blades replaced by sturdy, hinged-lid metal boxes, they move 
even faster—break their own best sales records. For quick, profit- 
able, growing hack saw blade sales, carry a complete stock of 
STAR—hand and power, Tungsten and “Moly”. 


CLEMSON BROS., INC., MIDDLETOWN, N. Y. 


PACKED IN MODERN METAL BOXES 


@® 2106 











e “RED CAP” METAL CASE BROOMS— 
Machine nailed and clinched under high com- 
pression, further reinforced with metal band 
and two seams of genuine Italian flax twine; 
made of corn, corn and bamboo mixed, corn 
and rattan mixed; also bass fibre. 





® PUSH BROOMS—Designed for maximum 
service; solid hardwood 





ee te te te tn i tn tn hn hn Mh Mh hn Mn hhh ed 
POP PPP LAL LAL A 


well filled. 


Where to sell BRUSHES AND BROOMS 


Factories — dairies, packing plants — hotels — 
garages — warehouses — schools — railroads — 
ship yards — service stations — bus depots — 
and in a hundred and one other industrial places. 


What to Sell 


CAPITAL 


“RED CAP” LINE 


It offers distributors a complete, well- 
rounded line made by an organization 
with a half century of experience — made 
with the right quality — backed by a de- 
pendable distributor’s policy. 


WHY IT’S THE RIGHT LINE 


CAPITAL “RED CAPS” are recognized for 
their quality and performance. Customers 
will repeat on brushes and brooms that 
give them satisiaction. Distributors who 
sell the CAPITAL line enjoy. not only new 
business, but repeat business as well. Get 
those steady-paying brush and broom 
sales! 


AP LLB LLL AL AL AL AL ALO A A A 


ee te ee tt tt tn he Mn th hn hn hn hn hn a hd 


— 





INDIANAPOLIS 





INDIANAPOLIS BRUSH & BROOM MFG. CO. 


Corner Brush and Broom Sts., 
Established 1890 


INDIANA, U. S. A. 














92 


MILL SUPPLIES © APRIL 10, 1939 

















Sell Brushes 


(Continued from page 19) 








rubber industry is one of the largest 
users of wire wheel brushes—for 
roughing and tearing off rubber? 
Or that the moulded products in- 
dustry consumes large quantities of 
them every day—for removing fins, 
cleaning out perforations and smooth- 
ing rough spots during the mould- 
ing process? Here are a couple 
of more tips: Wherever gear clean- 
ing or welding is done, you'll find 
users of wire wheel and cup brushes! 
And the petroleum industry is a 
“gold mine” for sales on wire 
brushes, dauber brushes, paint 
brushes and roof brushes on pipe 
line construction work. 


Oh, Those Maintenance Jobs! 

Now what about brushes and 
brooms for maintenance purposes? 
Well, first, there is the corn and 
bamboo mixed broom for general 
floor sweeping. On smooth floors, 
where litter is not heavy, perhaps 
the all corn broom is best. There 
are also brooms made especially for 
use in water or for any kind of 
damp sweeping. Floor brushes, too, 
are widely used on modern factory 
floors, particularly where it is neces- 
sary to cover large areas. They 
remove oil, grease or other accu- 
mulations from the surface quickly 
and are “tops” for reaching under 
machines and work benches. Push 
brooms—wire or fibre—are best 
adapted to rough floors such as are 
found in foundries. And metal pro- 
tected brooms are valuable around 
hot bake or coke ovens. 

Scrub brushes, floor scrapers and 
squeeges are liberally consumed in 
all plants, offices and institutions— 
so are dust brushes and whisk 
brooms for cleaning off benches, 
tables or desks. 

Plant windows must be washed. 
That means you have opportunities 
to sell window brushes and squeeges. 
Sanitary brushes are needed for the 
wash and rest rooms, flue brushes 
and scrapers in the boiler room. 
Paint and varnish brushes help to 
keep equipment “touched up” and 
are used for marking floors and for 
other inside plant jobs. Wire scratch 
brushes are used for reconditioning 





























-and you can 
sell more IMPERIAL 
tube working tools 


HE rapid increase in the use of tubing . . . 

copper, aluminum, steel, Shelby, Bundy, 
Bundy Weld, Everdur or Monel . . . has brought 
about an insistent demand for better tube 
couplings and better connection practice. 


Imperial has come through on both counts. 
In the wide variety of Imperial fittings you 
can give your customer exactly what is 
needed for the tubing connection job . . . Hi- 
Duty, compression, S.A.E. flare, inverted flare 
and solder fittings. And you can give him ex- 
actly the right kind of tube working tools for 
cutting, flaring, bending, coiling, pinch-off and 
swedging that will turn out a tight job without 
injuring the tubing. 

Are you cashing in on this rapidly growing 
use of tubing? There is a good profit in the 
fittings and a good profit in the tools. A great 
many supply men have built a nice volume 
on these Imperial items. Why not check up 
the possibilities of increasing your sales. 

THE IMPERIAL BRASS MFG. CO. 

511 S. Racine Avenue, Chicago: Ill. 
@ You will be interested in two 
new Imperial booklets “Useful In- 


formation on Brass Fittings’ and 
“Don't Struggle with T g 


Work.” These booklets 
B 
















will bring you up to 
date on the present 
practice in tubing work 
and these booklets will 


also be imprinted for ASS FITTINGS 


you if you decide to go \MPERIAL 
after the business more a“ y 
intensively in your ter- <p, 


ritory. 
Write for 
your copies 


IMPERIAL Zidinc, 
FittingA and Service Tools 


~00° 





| good brushes and brooms just as | 
| they need any other good tools— | 


equipment preparatory to painting. 
And wherever interior whitewashing 
is done there are sales opportunities 
on whitewash brushes. 


Profits, Repeat Orders! 


The foregoing merely “skims 
surface” 


the 
on sales opportunities for 
industrial brushes and brooms. You 
will find many more as you study 


your manufacturers’ catalogs and 
sales literature, talk to purchasing 
agents and plant officials, or go 


through the factories and shops in 
your territory. The point is, how- 
ever—as our authority informed us 
—that brushes and brooms must be 
thought of as a line of tools, with 
each item built to do a specific job. 
Determine the plant operations on 
which brushes or brooms 


are fe- 





quired and then do a planned selling | 


job. 


Remember—good workmen need 


| and the right brush or broom of 





proper quality saves time, increases 
efficiency and reduces costs like any 
other good tool. That thought in 


| itself is an inspiration to sell them 


intelligently, but add to it the profits 
this kind of selling will bring and 
the repeat orders you will receive, 
and you've really got something. 








Play Safety—It Pays 


(Continued from page 27) 








gives you some sort of a basic 
figure for your selling of such 
safety equipment as_ goggles, 
gloves, press guards, non-skid 
flooring, masks, respirators, filters, 
safety clothing and shoes. Just 
remember that your prospect 
should spend half a cent for safety 
per dollar in salaries, and suggest 
purchases accordingly. 

What should he buy? Well, 
that depends on plant and prod- 
uct. Goggles are an almost sure 
thing everywhere there’s a grind- 
ing wheel, hot metal, flying chips, 
splashing corrosives or hot liquids, 
or even smarting fumes. They 
give the worker a confidence and 
sureness that spells better and 
cheaper production for his boss. 
A country-wide average is about 
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Backed by a 
Reputation for 


QUALITY 


Performance! 





WASHER TYPE 


FEMALE COUPLINGS 
STYLE W-16 


You can sell the “Boss” with perfect 
confidence in its ability to give the 
kind of service every customer hopes 
for ... on steam, air or liquid lines 
... high or low pressure service. This 
widely used coupling saves money two 
ways—by eliminating leaks, pressure, 
losses and shut-downs, and by being 
extremely “easy” on the hose, despite 
its tenacious grip. All parts are steel 
or malleable iron to withstand abuse, 
and cadmium plated to prevent rust. 
To insure equal dependability in a 
companion coupling, sell the “BOSS” 
Male Coupling, Style MX-16. 


Sold only through distributors. 


For complete description of these and 
other Dixon products, see list 1035-X. 


DIXON 


VALVE & COUPLING CO. 


MAIN OFFICE AND FACTORY: 
PHILADELPHIA, PA. 


Branches: Birmingham — Los Angeles — 
Houston 











$0.20 a year per man for goggle 
replacement. 

Gloves are just as important 
under the above conditions, plus 
those where a man must handle 
rough or ragged pieces. Suggest 
safety shoes where men are shear- 


ing heavy metal plate, handling 

GIVE YOu Ly SALES dy PROFIT heavy pieces, or doing any other 
work where there’s danger of a 

_ dropping toe-smasher. Welding 

Because Westco Pumps, made by the originators satan, edad Wabhes, snde 
of turbine-type pumps, have led the industry for and helmets are in order wherever 
over twenty years...are backed by 120,000 actual welding goes on, respirators 
installations in the field. No other similar line wherever there’s spray painting, 


oniauwn anal ; t t poisonous fumes (as in chemical 
JOY sweeping acceptance...nor represents plants), or heavy dust (as in rock 


such a splendid profit opportunity for you. And drilling, powder and chemical mix- 
remember ...only Westco Turbine-Type Pumps ing, or sawdust handling). 

have patented, bronze renewable liners that protect 
pump casing forever against Look For Hazards 

internal wear! Don’t By the time you’ve made these 
wait. Write for at- suggestions, you ought to rate a 
tractive mill supply trip through the plant. There 


: you can see the wet spots (around 
jobber plan today! plating and cleaning tanks, on 


washing and mixing floors, etc.) 

M l C RO - W E $ T C 0, IN C. where a slip means trouble and 
27004 State Street y non-skid flooring is the answer. 
BETTENDORF, IOWA ees How about non-skid stair treads 
i near outside doors, where men 


er ea _—e carry loads up stairs, or where oil 
or other slippery substances are 


THEIR NATIONAL ACCEPTANCE | | crcr’s°mn gets close to» fy- 

MEANS EASIER SALES FOR YOU | | “ite:’ moving par, you'd. bate 

suggest a guard made up of angle 

DESMOND “SIMPLEX meg cee ges pr ada 
danger. 


DRESSERS Steel Slide Then there are those dozens of 
and CUTTERS Vi SE S places where a portable guard 


would shield temporary obstruc- 
tion, bad spot, open manhole, etc. 
Non-skid ladder tips are always 
a good suggestion, as are safety 
tongs, hand pullouts on presses, 
belt guards, and such like. 




















Replace Broken Tools 


Most industrial plants know and | The exclusive solid steel slide Lastly, don’t forget that broken 
use Desmond Dressers and Cut- | makes these vises stronger and or cracked tools are a serious men- 
ters, the only complete line of | more serviceable than iron slide ace to eyes. Watch for the ham- 


wheel truing tools. aaa mer with a cracked handle or 
Write for catalog and prices and Write for catalog and prices and chipped head, the chisel with a 
secure your share of this profitable | furnish your customers with these heavily burred top, the wrench 
business. better vises at no extra cost. with sprung jaws, the vise with 


the stripped screw, the punch or 


THE DESMOND-STEPHAN MFG. CO. | | ssitocess cf snaper without a good 
URBANA, OHIO variation in hold-down belts and 


clamps, the frayed rope or cable 
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slings, the rusted or frayed hoist- 
ing or hauling wire rope, the 
strained chain slings, the spread- 
ing crane hooks, the pulleys with 
cracked arms, the shafts out of 
true, the hangers running hot, the 
leaking pipe or valve, and all the 
other things that indicate poten- 
tial danger. All, or any, can mean 
sizable orders for your standard 
line. It’s money in your plants 
to suggest to your prospect that 
an eye peeled now may save a 
bandaged one later. 











Keeping Up 


(Continued from page 41) 








Company; J. N. Fauver Co., Inc., 
and the Jones-Fors Co. 

But is was not only as exhibitors 
that industrial distributors were in 
evidence. Many came from points 
far and near to view the displays. 
Bob Shannon, Bostwick-Braun, 
Toledo, led a delegation of thirteen 
from his organization. Syracuse 


Boyer-Campbell sales staff attendants 

at the big B-C display—green skull 

caps, and all! Standing, left to right— 

John Phillips, Lynn Evans, C. S. Wilson, 

A. P. Brandt, John Hetzel, George 

Mason, Harold Anderson. Kneeling— 
Lee Rogers and John Paine 


Supply, Syracuse, New York, was 
represented by Harold Torrell and 
several others. From Buffalo 
came Fred Rogers and George 
Evans of Beals, McCarthy & Rog- 
ers. Howard St. George, Shadbolt 
& Boyd, Milwaukee, was on the 
job, and so was W. C. Teare, Ster- 
ling Products, Chicago. <A. G. 
Andersen, Lakeshore Machinery & 
Supply Company, Muskegon, 
Michigan, was an interested visi- 


ATTENTION 
‘DISTRIBUTORS 


If you want a complete line of FILES 
(American and Swiss Pattern in all sizes, 
shapes and cuts, Rifflers, Needle, Coil) 
Outstanding for their metal cutting quali- 
ties, Backed by 25 years time tested, 
time proven years of satisfactory service 
and a sales policy that protects stocking 
distributors then write us. 


The franchise may be open in your 


territory. 


CARSON NEWTON CO. 


ALLIGATOR 


CARSON-NEWTON 
FILES 


Belleville, N. J. 

















Safety Belt Hooks and Lacers 


SZ. 
3-4 
5 


we 


eek 


The Best 
Belt-Lacing 
System 
with the 
Largest 
Profit 


For You! ul! 6” Capacity 


Stouter 
Stronger 


POON 
be 
6 
SAFETY 
Portable Lacer 


] 


Give You More Profit! 


Let us - explain, 
quote you and 
outline our sales 
co-operation. 


See Those Jaws 

Not fiat, but RIBBED 
Each Rib Contacts 

A HOOK ONLY 


Hooks are easily 
sunk below the 
surface of belt 


These two features 
oppeal fo 
mechanics. 

Sales are easy! 


Safety Belt-Lacer Co., Toledo, Ohio 
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and Make a Sale: 


“It’s rustproof 
throughout” 


Selling a Lufkin product has 
always been easy—but sell- 
ing the new Lufkin Wizard 
Junior, All Stainless Tape- 
Rule is about the simplest 
thing you ever did. 


If a customer wants a tape- 
rule that won't rust or cor- 
rode, show him this new 
Lufkin and say “It's rust- 
proof throughout.” Both blade 
and case are made of gen- 
uine stainless steel. It's ideal 
for use in damp places, 
around salt water, and for 
general use anywhere. 


Wd lls 


SAGINAW, MICHIGAN New Y 


A ee PRECISION TOOLS 


tor at the displays. A. J. Kuhr, 
The Kirby Machinery & Supply 
Co., Toledo, and Arthur G. Hueb- 
ner, The Hardy & Dischinger Co., 
also of Toledo, were others. Even 


The L. A. Benson Co., in far away 


By the expression of Victor Nagle (J. H. 
| Williams & Co.) he's just about ready 
| to score a sale with the two interested 
| visitors at the recent industrial show at 

Knapp Supply Co., Muncie, Ind. 


Baltimore, was represented. 

Many distributors other than 
those listed above undoubtedly 
were among the visitors from out- 
of-town at the big exhibition. A 

| Mitt Suppwies editor contacted 
| personally most of those mentioned 


At The Rayl Company exhibit. Left to 

right—Fred McFawn, Stanley Tools; C. 

W. Church, Rayl Company; J. S. Evans, 
Upson-Walton 


and was informed that the others 
were present or would be present. 
The Machine and Tool Progress 
Exhibition, national in scope, was 
fostered by the American Society 

| of Tool Engineers and was held 
in connection with the annual meet- 
ing of that organization. Approxi- 
mately 300 exhibitors showed in- 
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W-S Forged Steel 

Welding Fittings 
offer a time saving method of 
application, just slip on and weld. 
Beveling of pipe ends i3 not re- 
quired; tack welding and the use 
of special fixtures for lining up 
and holding are eliminated. 


With W-S Fittings the socket end 
supports the pipe and provides for 
positive alignment. The position 
of the weld facilitates the weld- 
ing operation and also removes 
the danger of the formation of 
welding icicles. This, together 
with the fact that the bore of 
the fitting matches the bore of 
= pipe, assures unobstructed 
ow. 


The features that make W-S 
Welding Fittings easy and eco- 
nomical to use, backed by the lib- 
eral Watson-Stillman Sales policy, 
have created new sales and profit 
possibilities for distributors. Let 
us send you complete information 
on sizes, ratings and prices— 


The Watson-Stillman Co., 
Roselle, N. J. 













MERION WMCnINIST 


is read by the production executives who have 

buying authority in the metal-working industries. 

lt has thousands more paid subscribers than any 

other publication serving this field. When 

manufacturers whom you represent advertise in 

American Machinist, they are giving you powerful 
sales assistance. 


A McGRAW-HILL PUBLICATION 
330 West 42nd Street, New York, N. Y. 
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teresting displays covering the 


* covers more surface in one latest developments in tools, equip- 

coat ment and supplies. While latest 

RUST- LF * lasts longer figures were not available at this 
* dries quicker ” _ writing, it was estimated that be- 

Spee te eae cones tween 50,000 and 70,000 tool engi- 


neers and their guests would view 
BRUSH ... DIP... or iN the exhibits. 
SPRAY IT ON 





Rust _ iM Decorative 
Preventive a 
Rust-oleum must be good to have 
such distributors as 
i 
Grinnell Co. rye Sey —— 
. Baldwin & Co. Ltd., New Orleans 
m-Thomas tron Co., 
Mill & Mine Supply Co., 
a ave San 4 y 4 Fresno 
bolt & @ Here is a “miracle” paint that will pay 
Crerar, Adams teeny Cac _ you good dividends. The wide variety of 
Louisville Mill Supol Co., ~ Louisville colors and uses gives you a great selling 
Goodyear Rubber Asbest os Co., Port- market. There’s GRAY for concrete and 
B be h plaster walls, interiors, etc——RED for new 
sce ta. ‘chattan anooga’ Washinaton, metal, water tanks, bridges, etc—ALUMINUM 
Pook ay 9 a! for tank cars, tops of street cars, gaso 
Standard Gi a Paint Co. D. 
Moines; Cedar Rapids: Waterloo; Ft. tanks, etc—BLACK ee + _ H. E. Torrell (right) rounded up the 
escapes, engines, stacks, etc.—GREEN . , 
Co.. Mertolh. Va. fences, window a. etc.— YELLOW for deco- Syracuse Supply delegation for this 
s Pain “ies rative purposes—GAS-PROOF WHITE a "shot." At left, front, is George Smith 
oe Hdwe, poly Greenville, heavy humidity or steam conditions exist— . . c 
Mine a iain Supply Co., Lakeland. Fla. BLACK GRAPHITE for boiler fronts and hot = inion = a — 
Paint Tesheoay ville, Fla. surfaces. This gives you just an idea of the charming attendant at the Logansport 
Pe t Sail Supply Co., Seattle range of uses. There is so much more to Machine display 
goa alet Suaety Co, Ot. Past know about RUST-OLEUM we'd like to send 
your our literature. 
jal 4 Suoply Co., Richmond, Va. 


ical Co., Phoenix, Arizona 
“" Co.. Ltd., ‘London, En 


Ee Harari han Wailogton, RUST-OLEUM CORPORATION 


1928-32 W. Grand Avenue Chicago, Il. Small Town Fellow 
Branch: 1935 Commerce St., Dallas, Texas Speaks His Piece 




















(Continued from page 17) 








gradually dwindling in use. By 
carrying so many different items, 
the danger of accumulating dead 
stock is much more acute than 
with distributors who have greater 
demands on specialized lines. 


The sales policies of the manu- 
Fig. 1513 facturers is of more vital impor- 
tance to the small town distributor 
than to the distributor located in 
the larger towns. While this is 
true, his influence with any given 
manufacturer concerning sales 


BRINGS LIVE BUSINESS. volume policies is practically noth- 


ing, because his activities and sales 
= You too can cash-in 8 . 
ewe ond volume concern so many different 


Pending eon the growing lines. While it “ cing nag the 

. — small town distributor has prac- 
with the builtin locking market ... write for tically his choice of any brand of 
tine ab A Mh full details and merchandise that he desires to 
Goes on and off the bolt offer to the trade, the very fact 
wrench is used. Dealers Proposition. that he must make a choice, thus 
eliminating all other manufactur- 
ers, increases his competition. A 

S TANDARD Pr ESSED 4y TEEL Cc Oo. manufacturer without  distribu- 
BRANCHES JENKINTOWN, PENNA. BRANCHES tion in our territory will go direct 
BOSTON CHICAGO to the trade, and in many instances 
DETROIT Box 519 ST. Louis will quote the jobber’s cost, in 
on wit dae i ne order to secure the business, and 





The Nuts that can't shake loose 
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will justify this action on his part, 
by saying that he has no distri- 
bution in that territory, and that 
he cannot be expected to refrain 
from soliciting business in that 
territory. A manufacturer with 
a clean sales policy in Chicago 
may have the worst possible sales 
policy in other trading areas. 


Price Competition Ruinous 


It has been our experience that 
a manufacturer without distribu- 
tor representation in a given ter- 
ritory will, by this policy, cause 
his competitors, who have no rep- 
resentation in other territories 
where this manufacturer is repre- 
sented, to break down the prices 
in that territory, thus creating a 
vicious circle of price competition, 
for which all distributors pay. 

The most valuable salesman to 
a distributor in a small town is 
probably not the type who would 
be a success in larger towns. He 
must be a general practitioner, in- 
stead of a specialty salesman. Just 
as his company is compelled to 
carry a small stock of each of a 
wide variety of lines, so, also, 
must he be qualified to make 
recommendation to a wide variety 
of customers. Whereas, a first- 
class salesman in a city may spend 
all of his time contacting the pur- 
chasing agent, the salesman in a 
small town will spend 75% of 
his time with engineers, with fore- 
men, or with mechanics. He may 
have to deal with the actual owner 
of the plant and the purchasing 
agent in many instances, but this 
is of no great importance. 


Manufacturer's Man Important 


The question has been discussed 
pro and con as to the value of 
work done by manufacturers’ 
representatives. Our company 
considers their work of prime im- 
portance. The representative of 
any given manufacturer is sales 
manager, to all intents and pur- 
poses, so far as his line is con- 
cerned, with our salesmen. Each 
month we report to our salesmen 
the number of calls each made 
during the month in company with 
a manufacturers’ representative, 
who they are, and the name of 
the company upon whom they 
call. This report also enables us 
to check up at the end of the 
month on the work of each sales- 














ROBBINS & MYERS, INC. 


HOIST AND CRANE DIVISION e SPRINGFIELD, OHIO 


TWIN-HOOK 
Hoists by R& M 


For bulky loads — track, platforms, 
pipes, etc. — sell R & M Twin-Hook 
Hoists . . . stationary, or on trolleys or 
cranes. . . . More hoist for the money— 


that’s what you offer with R & M. 


You Get the Inquiry—We'll Help You 
Close It. Sold Through Mill Supply 


Houses Everywhere. 




















































































































Kennedy makes 
a complete 
line of iron 
ody and 
bronze vaives 
for all stand- 
ard reget ree 

so 


leable iron and 
bronze pipe fit- 
tings. 





alves 


extra values 
at standard prices 


VERY Kennedy Valve type has extra 

values which you can offer your cus- 
tomers at no extra cost to them or to you. 
For example, Kennedy Iron Body Valves 
are made of metal which is 50 per cent 
stronger than ordinary cast iron. Kennedy 
operating mechanisms, bodies and bon- 
nets, stuffing boxes, etc., all have special 
features that provide longer life and 
lower maintenance cost. Kennedy Extra- 
Value Valves are sold only through sup- 
ply houses and at standard market prices. 
Write for complete information. 


The Kennedy Valve Mfg. Co., 
Elmira, N. Y. 


KENNEDY 


VALVES~PIPE FITTINGS~FIRE HYDRANTS 
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YOU'LL SAVE 


Ti 


AND TROUBLE 


YOUR CUSTOMERS WILL 
BE MORE SATISFIED WHEN | iy fmm 
vou sit Mational : 


TWIST DRILLS, HOBS, REAM- 
ERS AND MILLING CUTTERS! 





NATIONAL TWIST \gq DRILL ano TOOL CO. 


DETROIT U. S. A. 


Tap and Die Division, WINTER BROS. co., Wrentham, Mass. 


Factory Branches: 


New York « Chicago ~°* Philadelphia 
Distributors in Principal Cities 


Cleveland 














“Power Master” 





Coffing Hoists are known for their scientific 
design, economy in operation and efficient, satis- 
factory performance under severe service condi- 


tions 


* The new “Power Master” spur gear con- 
trolled gravity lowering chain hoist incorpo- 
rates revolutionary improvements which give 
it amazing efficiency and enables supply 
men to provide all types of users with a 
chain hoist that will meet the toughest op- 
erating conditions. Capacities from 1 to 8 
tons. 


* The new Model “C” spur gear chain hoist 
likewise embodies many new features. The 
gear reduction system is tremendously effi- 
cient—all working parts are enclosed— 
equipped with lubri-sealed precision ball 
bearings. Capacities from % to 3 tons. 


* Coffing Hoists will make your hoist busi- 
ness profitable. Our franchise offers you 
valuable sales cooperation. May we send 
details? 


COFFING HOIST COMPANY 


DANVILLE 


COFFING “ossien” 


ILLINOIS 


ws eran 








ower 








HOISTS 


SPUR GEAR - - DIFFERENTIAL - - RATCHET LEVER - - ELECTRIC 
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man who calls upon us, thus giv- 
ing us a picture of the amount of 
promotion work the manufacturer 
does in our territory. 

We have found it profitable 
to have evening meetings with 
a manufacturers’ representative 
which are attended by not only 
our salesmen, but our counter 
men, and the men who actually fill 
orders. 


Reports Stimulate Competition 


We make a commodities sales 
report monthly. The report gives 
the number of units sold and in 
many instances the dollar volume. 
This enables the salesmen to check 
the volume, in his territory, on 
certain items, with the volume 
secured by his fellow-salesmen. 
This stimulates competition. At 
certain times it is also a guide to 
a salesman in taking advantage of 
seasonal commodities. 

Over a period of years, our ex- 
perience proves to us that we can- 
not use a salesman to sell mill 
supplies and plumbing and _heat- 
ing supplies at the same time. It 
is impossible in our estimation for 
a salesman to inform himself 
thoroughly on all items in the 
mill supply line without taking any 
additional time to sell the plumb- 
ing and heating contractor. 


Watch Salesmen's Time 


We discourage salesmen from 
attempting to secure information 
and quote prices on items not 
regularly carried in our line. We 
have found that the time spent 
in securing prices and engineering 
data can be better spent in solicit- 
ing business on lines with which 
they are familiar. 

We segregate the sales in any 
given territory into two classes: 
Shipments made out of stock, and 
shipments direct from the manu- 
facturer. Direct shipments will 
average 74% less gross margin 
of profit than shipments out of 
stock. It becomes a matter of 
pride with salesmen to push those 
lines which carry the greater 
margin. 

A six-months report on sales 
to the customers in any given ter- 
ritory enables the salesmen to 
check upon those accounts where 
he is showing either a gain or 
loss. We make this comparison 








report for the first six months of 
each year and also for the com- 


plete vear. Where an account has PREMIER CLEANERS and BLOWERS 
dropped to any appreciable ex- 
tent this account is discussed with 


Ge else. A NEW PROFIT LINE FOR MILL SUPPLIERS! 


Sales promotion is a matter of Here’s a brand new profit opportunity for you 
prime importance to us. We use —the Premier line of cleaners and blowers, 
a increasingly in demand for a wide range of 

many different methods. In each industrial uses. They're built to do a real job 
salesman’s territory we have an | | for your customers and earn a nice margin 
: \ ‘ i hi ortunity today! 

accurate record of every cus- | : i ys, Seg Oe ap Y Y 


tomer on our books. Under each 
name we list the key men and 


é mr : ‘ sia — Model 150 Premier Blower 
their position in that particular H.P.—moves 200 cu. ft. of 


~ ° : r minute. Air pressure, 
company. Each account is classi- S inches of water: velocity 


- ° ° . per minute (% 
fied as to the kind of merchandise 
sold him in that particular product 


and we address such advertising ue wer one Fah gs 4 premier intone’ recs Models 

2ach indivi j -ey =i ty (1 H. P., P., 1/7 H. P., 1/19 ) has scores 
to each indiv idual ma key position of uses. The ‘bail- bearing motors require no oiling, 
in that firm. can be op ly without overheating. 


This line has real sales power! 

a  - hay Soanee be a most oa 
tical piece of equipment for practically every indus- 

Manufacturer Helps Sell trial cleaning job—ideal for walls, floors, stock bins, 

aie ‘ . \ shelving. Efficiently picks up shavings, washers, 

With many ot our sources of \ nuts, and scrap. This cleaner sells itself upon 


- A . . ' . demonstration. 
supply we furnish a list of men 
whom they are to circularize at | | Model 180 Fromier 


- Industrial Cleaner 
given intervals. We also sup- | [| iarge“stet” con WRITE FOR PROPOSITION 


large steel con- 

ply some manufacturers’ salesmen tally designed dust gum TODAY 
with a list of accounts in our ter- ee 
ritory, upon whom we expect them 


ic te , ea PREMIER DIVISION, ELECTRIC VACUUM CLEANER CO., INC. 
to call at least three or four times 














each year, either in company with | 1734 IVANHOE ROAD CLEVELAND, OHIO 








or without the company of our 
own salesmen. 
The so-called industrial or “in- | 
formal” shows participated in by | We 
all distributors in any given area | RTERS 
is practically of no value to a 
small distributor, although they helt F, o 
may be of great importance to the 
larger industrial centers. The 
small distributor misses an op- 
portunity to tie-in with his own 





; ; / i @ Men who lace belts like Alligator because 
customer in a show of this descrip- EAR in and year out mill supply _it_¢an_be put on with a hammer and it drives 


: straight. Its compression grip protects the 
tion. houses have made money out pelt ends and there is no ply separation. It 


of Alligator Steel Belt Lacing and embeds in the belt and is smooth on both 

Flexco HD Belt Fasteners and Rip {2ces. The two piece rocker hinge pin greatly 

- increases the service life, an et the It 

Annual Show Valuable Plates—made money because Alli- fastening can easily be eoparated at any time, 
gator and Flexco are used every- 

We have found it much more — belts are used—made money 

: aay a cause a small stock will show a 

to our advantage to put on a show semeshality qaed tusovde. 





for our own customers once each Wher at on sites tee eben 
year. This year we combined our business on both Alligator Steel Belt 
plumbing and heating and indus- Lacing and Flexco HD Belt Fasteners 
trial shows. We had over 1500 and Rip Plates? You may be sur- 

: prised to find how many dollars you 
customers in attendance, and more can add to your profits by checking 


‘ » 2 ae eS . : : nas @ Men who have charge of conveyor belt 
than 50 manutacturers. of na- i ir oll. squeal ager, sy oy Foam ng = a gen 
aT een a ee ee . ’ yi - and Ri ates ause the fasteners make 
tionally adv ertised lines exhibited | ing mills, dairies, sand and gravel a tight butt joint with long life. The recessed 
at this show. This requires a | plants, and every type of industrial Plates embed in the belt and prevent ply 


‘ ing . separation. Patching and other repairs wit 
large amount of space, a great | outfit in your section. ip plates save expensive conveyor belt re- 
deal of work, and some money. 


But in our estimation it is of ten | FLEXIBLE STEEL eine He) iV 


times «the value of an ordinary 

show, participated in by a great 4633 Lexington Street, Chicago, Illinois 

number of companies. ALLIGATOR Steel Belt Lacing for transmission belts 
The problem of the distributor 

, Phe ee ; For conveyor belts FLEXCO &-& E> Fasteners and Rip Plates 

in a small town, regarding cata- 
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The Performance Record of 


Valley Grinders Leads the Way to 





Valley Ball Bearing Grinders 

have long enjoyed an enviable 
reputation for complete satis- 

faction in service—for low upkeep cost 
and the most economical, efficient per- 
formance. Such a record leads to 
greater sales for Valley distributors 
everywhere. 


Valley Grinders are powered by famous 
Valley Ball Bearing Motors, every unit 
is protected by the Valley Guarantee. 
Specifications shafts, 
bearings, wide wheels, 

adjustable tool rests. 


include heavy 


oversize ball 


Valley's reputation for 


quality tools, the record of accuracy 
and performance, has created wide ac- 
ceptance for Valley Grinders the world 
over. Sizes from 4 h.p. Bench to 
5 h.p. Pedestal model. Write for 
prices and data on special profit mak- 
ing franchise for Valley distributors. 





Valley Electric Corp. 


4221 FOREST PARK BLYD. @ ST. LOUIS, MO. 














‘NEW: 


SELF-PRIMING 
TURBINE PUMPS 
For Industrial Service by 


CEONNERSVILLE) 


A better pump for hundreds of 
transfer jobs. Lower first cost— 
lower operating cost. Higher 
efficiency. 




















CHECK THESE FEATURES: 


® No Stuffing boxes 


© High heads without 


liquids .. 
multi-staging 


© Absolutely leakproof 
® Handies hot or cold 


®@ Self-Priming 

® Standard pumps in 
many corrosion - re- 
sistant metals 


- RO vapor 


Here is a line of pumps that will broaden the industrial market for any 
jobber. Write for catalog and simplified selling data. 


Pump Builders for 


Over Fifty Years 


ROOTS-CONNERSVILLE BLOWER CORP. 


>= we NM ER SS. OV 


ye 


> oe ae) 
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logs is a serious one. It is 
almost impossible to keep mill 
supply catalogs up-to-date, and 
unless they are up-to-date, they 
lose their value. 

During our 30 years’ experience, 
the catalog problem has been one 
of our most difficult problems. 
No efficient way has ever been 
used in solving that problem. 

Inasmuch as we keep a day by 
day record of gross margins on 
every sale, we can show that dur- 
ing periods where manufacturers 
are competing, without regard to 
sales policy, that the gross mar- 
gin of profit has dropped as much 
as two points. 

It is also our contention that as 
we become better acquainted 
through our association work, 
with the problems that come to all 
of us, the practice by many large 
distributors of using small distrib- 
uting centers as dumping grounds 
for merchandise, with little or no 
regard for profit, will be discon- 
tinued. 








Take Time for the Fair 
(Continued from page 30) 








show on earth”, the Fair represents 
the greatest entertainment and 
education venture on record, total 
investment exceeding $156,000,000 
with some 1400 exhibitors and 300 
buildings. 

To see the Fair before sailing 
time should be a “must” on your 
travel program. To make it easier, 
there will be buses, tractor trains 
and roller chairs to take you over 
the 65 miles of landscaped walks 
and roads, 

Two vast and already world- 
renowned structures symbolize the 
Fair theme. These are the Trylon 
and Perisphere. The base of the 
Trylon provides the entrance way 
to the theater inside the sphere. 
Here the Fair’s major spectacle is 
viewed from two revolving sus- 
pended platforms. The show pre- 
sents Democracity—the City of 
Tomorrow. 

If you just can’t tear yourself 
away from thoughts of business 
turn your attention to the indus- 
trial exhibits which tell the story 





of machinery production and dis- 
tribution. All in all you may have 
an “inside” into the processes and 
methods of forty major industries 
and an animated explanation of 
anything you might want to study. 


And if it’s fun you seek, there’s 
a 280-acre section alone, with eeeeeeeseee 


all the amusement you want. i z 4 
Night clubs; pyrotechnic displays ; Oa ; LW 


dancers; a musical extravaganza 
in the Fountain Lake Amphi- q { C Q T () 0 1S 
theater; Billy Rose’s Aquacade 
starring Eleanor Holm; English, SF, NN ileage 
Cuban, South Sea and Old New 
York Villages will all be there to Th 

at longer service 


give you hours of entertainment. rendered by UTICA 
Every industry, every corner of TOOLS is the result of 
the country, virtually every nation time tested and time 
have contributed their wealth and proven qualit 
experience to make this New York Utica Tool is right for for the job be- 
World’s Fair the greatest in his- fore it goes to work. 
tory. So don your convention Sold through Distributors. Are you 
clothes and head for New York, selling them? 
the World’s Fair and then off to 


Bermuda on the Monarch. Cu set 3KCA> a i me | od i me me | @ 


UTICA DROP FORGE SAR eat 
& TOOL CORP. 








Selling Packing eeee A .; eooer 


Made Simple UTICA, N. Y. 








(Continued from page 25) 








ing. Treat each plant by itself, 
study the conditions with the engi- 
neer and make your recommenda- 
tions to the best of your ability. 
There is no packing that can 
be flatly recommended for uni- 
versal service with maximum 
economy. The manufacturers them- Quality and Service Since 1907 
selves will tell you this. This is 
one of the reasons for building 
up the great variety of packings 


we have today. One manufac- ABRASIVE COATED 
turer goes so far as to put at the a 

head of each group the one most 

widely used under stated condi- PAPERS AND CLOTHS 
tions, and the others in that group : 


in the approximate order of their 
use for those conditions. That 

helps the distributor’s salesman a GRINDING AND LAPPING 
lot. He is fairly safe if he takes 

the first one on the list for his 

recommendation. Then, as he COMPOUNDS 


gets more familiar with the con- 
ditions and “tastes” of the engi- 
neer, he can feel his way around 
through the group, if the engineer CLOVER MFG. Co.., NORWALK, CONN. 
does not appear to be quite satis- 
fied with No. 1. 
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PRODUCT PAGE NO. MAIN FEATURE MANUFACTURER 































Belt Cutter 104 Cuts belt up to 8-in. wide Armstrong-Bray & Co. 
Castable Refractory 104 For working temperatures up to 2200 

deg. F. Johns-Manville 
Paint Burner 105 Gives 6 to 8 hours burning Clayton & Lambert Mfg. Co. 
Circular Saw 105 Will handle work up to 24 in. wide Delta Mfg. Co. 
Cold Chisels 106 Strong, tough tools for severe use Stanley Tools 
Hand Lift Truck 106 No jar in lowering load Yale & Towne Mfg. Co. 
Planer Gage 107 Has useful level in base of gage L. S. Starrett Co. 
Electric Screwdriver 107 Clutch is quickly adjustable Van Dorn Electric Tool Co. 
Bevel Protractor 108 Readings quick and simple George Scherr Co. 
Plug Gage 108 Plugs hardened, ground, precision 

lapped Grobet File Corp. 
Portable Lamp 109 Safety glass protects worker Ericson Mfg. Co. 
Rubber Sanding Pad 109 For feather edging, flat sanding or 

leveling U. S. Electrical Tool Co. 
Bolt Threader 109 Positive die adjustment for all threads Toledo Pipe Threading Ma- 

chine Co. 

Hydraulic Clutch 110 Adaptable for all operating conditions Fray-Mershon, Inc. 
Dial Gage Attachment 110 For surfaces not conveniently reached Brown & Sharpe Mfg. Co. 
Bench Grinder 11] Light illuminates grinding operation Diehl Mfg. Co. 
Safety Goggles 113 Made to fit over glasses Sellstrom Mfg. Co. 
Hole Saw 113 Saws of 18% Tungsten high speed steel Skilsaw, Inc. 
Emergency Jack 113 High overload capacity Templeton, Kenly & Co. 
Pipe Cleaner 114 Motor-driven and equipped with tools Pittsburgh Pipe Cleaner Co. 
Battery Tester 114 Easily read thermometer, float figures Imperial Brass Mfg. Co. 
Drill Stand Magnet 115 Increases usefulness of drill stand Stearns Magnetic Mfg. Co. 
Billet Marker 115 Marks metal to 415 Brinell hardness Quality Die Co. 
Welding Hose Does not kink—taping is unneeded Hewitt Rubber Corp. 























NEW PRODUCTS 





WITH SALES POSSIBILITIES 


Belt Cutter 










Eliminates use of pocket knife in 
cutting belts 





Fulfilling the demand for an effi- 
cient, inexpensive belt cutter this 
cutter does away with the difficult, 
dangerous, and wasteful practice of 
cutting belts with a pocket knife. 
Easily operated, all the user has to 
do is insert the belt, close the clamp- 
ing top, and draw the knife down its 
track. On heavier belts, draw the 
knife over two or three times. The 


104 


cutter can efficiently cut any type 
belt, leather, rubber or fabric, up to 
8 in. wide, but is not recommended 
for cutting metal stitched belting. It 
is absolutely safe. There is no dan- 
ger of the knife slipping out of its 
track and injuring the operator. 
Made of certified malleable iron with 
all wearing parts of steel, the cutter 
will give long service. The knife 
has a heavy shaped handle and the 
removable blade can be easily sharp- 
ened or replaced for a few cents. 
The cutter has ears for bolting down 
to the bench when used as a station- 
ary cutter.—Armstrong-Bray & Co., 
Chicago.—MI.t Suppties, April 10, 
1939. 


Castable Refractory 


Possesses low heat storage capacity 


As a result of development work 
on castable refractories, the manu- 
facturer announces a “Firecrete” for 
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making special refractory shapes, for 
replacing difficult brick construction, 





for lining furnace doors, and for 
making small monolithic linings. The 
new product is suitable for working 
temperatures to 220 deg. F. and 



















laboratory and service tests show it 
to possess an exceptionally low heat 
storage capacity, says the manufac- 
turer. This is of especial importance 
in intermittently operated furnaces, | 
since appreciable quantities of heat 
are wasted in heating fire brick and 
then later allowing the furnace to 
cool. It is four times as effective as 
fire brick in retarding heat, while 
having only half its weight. Its 
resistance to spalling is such that it 
= aprons mata arena = You want Products with a Here are some facts that are 
ame temperatures. Mixing the : 

“Firecrete” with water and casting “Sales Punch”—Products that putting over Holo-Krome FIBRO 
into any refractory shape is done FORGED Socket Screws for 
quickly. Twenty-four hours later alert and successful Distribu- 













click quickly and surely with 










the shape is ready for service.— your customers. tors and their Salesmen. 

Johns-Manville, New York City.— 

Mitt. Suppties, April 10, 1939. 1 New method (Patented) of manufacture re- 
sulting in a COMPLETELY Cold Forged 


Paint Burner Screw. 



















Has one-gallon tank with a large , ri 7 
size pump 9 There's NO Drilling, Machining nor Extrud- 


ing in the manufacture of FIBRO FORGED 
Screws. 





Continuous Fibres give greater strength— 
FIBRO FORGED Screws — COMPLETELY 
Cold Forged—inherently have this desirable 
Continuous Fibrous Structure. 








Quality Sockets uniformly accurate to the 
full depth of the hole—not tapering—giving 
This combination is designed for a snug fit to the wrench—greater strength to 
paint burning. The burner is con- the Socket Walls because they are COM- 
nected to the tank by means of ten PLETELY Cold Forged. 
feet of flexible gasoline hose. The 
flame of the burner is flat and fan- 
shaped 34 in. wide. Length and 5 New Lustrous Black Finish—Appearance 
volume of the flame can be regulated. Value plus! 
A square bar is attached to the 
burner on which the paint scraper 
can be cleaned. This bar can be 
turned when dull, so that all four 
corners of it can be used in turn. 
The one-gallon tank is heavily tinned 
inside and out to prevent corrosion. 
It has a large size pump and a 
funnel-shaped filler opening with a 
dust cap on the filler plug. A shut- 
off valve is provided at the tank. 
The tank is provided with a bracket 
in which the burner is generated and 
to which it can be returned while 
not in actual use. One filling of the 
tank is enough for from six to eight 
hours burning at full flame. The 
gasoline lasts much longer at re- 
duced flame.—Clayton & Lambert 
Mfg. Co., Detroit, Mich—Mur 
Suppuiies, April 10, 1939. 
















Men! 
HOLO-KROME PRODUCTS SELL 


because you have the drop on 
every question asked. Start with 
the New Black Finish as a leader 
—ask your customer to Compare 
this New Finish—it’s Holo-Krome 
Quality. 




















Circular Saw 


Completely self-contained in 
cabinet 







Presenting a number of unusual 
features, a 10-inch tilting-arbor cir- 
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closed in a cabinet into which most 
% gm 
the saw is discharged. The saw 
High-Speed-Edge |) 5.270). 55 i 


work up to 24 in. wide and 3 in. 

| Oo L a S$ AWS thick, With the addition of sidewing 
the table is 27 by 36 inches in size. 

. The saw blade tilts 45 deg. to the 

For Porta ble Dri Ils, right. The saw arbor is carried on 
Drill Presses and Lathes ball-bearings which require no lubri- 


cular saw is now on the market. 
The machine is completely self- 
contained, the fully enclosed motor 
and driving mechanism being en- 
of the sawdust due to operation of 


cation. Equipped with miter gage 
MARVEL Hole Saws will not only out-cut and out- with individually adjustable stops 
last ordinary hole saws in portable electric drills, for 90, 45 and 135 deg. positions, 
but have the strength for drill press and lathe use, 
and the set for deep drilling to 11%” in steel. 


They embody the patented MARVEL principle of a 


no time is lost setting gage. Fully 
enclosed motors from 4 to 14 hp. are 


- 3 vailable he machine.— 
composite non-breakable saw—a genuine 18% Tung- available for the machine—Delta 


sten high speed steel cutting edge electrically welded Mfg. Co., Milwaukee, Wis.—MiLt 


| 


not only the fastest cutting, longest lasting edge 

available, but also a hole saw that can withstand the 

terrific peripheral speeds of small drill presses and Cold Chisels 

portable drills. The arbors of MARVEL Hole Saws 

are proportionally heavier and have solid hexagonal Bit and stock are identical size 

shanks that fit both 2 or 3 jaw chucks. Pilots of 

genuine high speed steel. 
You can sell MARVEL HOLE SAWS al Y Sa 
where you have never sold hole saws fe ® 4 EO Ree 
before ... can — profits you , ; 
never have made. Write for catalog m wy 


to a chrome-vanadium body. This construction gives Suppuies, April 10, -1939. 


sheets. 


ARMSTRONG-BLUM MFG. CO. 
"The Hack Saw People” 
5753 Bloomingdale Ave., Chicago, U. S. A. 











MANUFACTURERS MAKE YOUR SELLING 


Easier 


by telling the 


merits of their Forged from a silicon manganese 
alloy steel these are strong, tough 
products to your tools that will stand severe use. They 


‘. " are made so that the size of the bit 
est prospects in and the size of the stock are iden- 


tical. Correctly hardened and tem- 
FACTORY. pered, these chisels have a_ black 
body with a double green stripe near 
the head. Bit and head are polished. 
The chisels come in eight sizes, 
octagon pattern—Stanley Tools, 
New Britain, Conn—Muitt Sup- 
pLies, April 10, 1939. 


Hand Lift Truck 


For picking up and transporting 
acid containers 


Designed for use in picking up and 
FACTORY has more plant teat idle heed 
operating official subscribers transporting carboys usually contain- 


th a ing acids, a new truck, differs con- 
an any other business paper. siderably from standard lift trucks. 


The lifting frame is designed to con- 
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veniently straddle the carboy while 
the wing attachments on top of the 
frame permit adjustment to take care 
of small variations in carboy widths. 
The truck has six in. mechanical lift 
secured through a downward move- 
ment of the handle. The load may be 
raised from either side or front. An 
automotive type release check is in- 
stalled in each lower frame and the 
two checks, working together, lower 
the load smoothly and without jar. 
Hyatt roller bearing, semi-steel 
wheels operating on alloy steel axles 
give effortless roll—Yale & Towne 
Mfg. Co., Philadelphia, Pa—Mutu 
Supp.ies, April 10, 1939. 


Planer Gage 


For planer and shaper work 





Introduced in answer to many re- 
quests for a planer and shaper gage 
that will have greater accuracy, the 
new model has contacts which are 
held to much closer limits and lateral 
play of the slide and base is elimin- 
ated through the use of angular 
ways. When this gage is set to a 
micrometer, surface gage or caliper, 
and the planer or shaper tool brought 
into contact with it, the cut may be 
absolutely relied upon. The gage’s 
range, with the three-inch extension 
used on the longer measurements, is 
1 to 9 in. The level built into the 
base of the gage is extremely useful 
when setting up work on the planer 
table. Both base and slide are hard- 
ened steel forgings with all working 
surfaces nicely ground. Base dimen- 
sions are: } in. wide, 54 in. long. 
The extension is % in. in diameter 
and 3 in. long. Its total weight is 
approximately 25 ounces—L. S. 
Starrett Co., Athol, Mass.—Mu.u 
Suppiies, April 10, 1939. 


Electric Screwdriver 


Adjustable clutch for any desired 
tension 


Small enough to fit the hand com- 
fortably yet with exceptional power 
and stamina, the screwdriver em- 
bodies an adjustable clutch which 
can be set for any desired tension. A 
free spindle idles until operating 











Chicago Rawhide Hammers have well balanced one-piece 
malleable iron heads 
securely seated and backed-up which cannot loosen even 
under the severest service. These tough durable rawhide 
faces have a resiliency that absorbs shock and prevents 

























































and replaceable inserted faces 


marring, battering and 


breaking . . . A non-bouncing resiliency with a satisfying "carry through" that gets 
work done. Tool users prefer Chicago Rawhide Hammers because they cannot 


splinter or split, crumble or "smear". 
in six sizes and weights. 


weights. 


They are accurate, safe striking tools made 
Also Mallets with all rawhide heads in twelve sizes and 


There is a volume of business for the distributor who pushes Chicago Rawhide Hammers and 


Mallets for assembly and production operations, maintenance work, die work, etc. 


Remember 


each Chicago Rawhide Hammer or Mallet you sell makes another satisfied repeat customer. 


ICAGO RaWUd_E MFG.CO. 


1290 ELSTON AVE - CHICAGO -U-S-A- 








Simplex Jacks-the Safest Line 


ON XI1dWIS \ 


_? 
-& 


is also the 
most complete Line! 





Sound engineering, better 
construction and well- 
planned advertising and sales 
promotion have built con- 
sumer acceptance for Simplex 
Jacks—every industry prefers 
them because theyare strong- 
er, safer and save man-hours 
by increasing man-power! 
How is your stock? Are you 
using Simplex Sales Helps? 
Check your sales manual— 
be sure you have the latest 
information and price sched- 
ules on the quick turn-over 
Simplex Line! 


TEMPLETON, KENLY & CO., Chicago 
Better, Safer Jacks Since 1899. 


SIMPLEX 
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GOLD MEDAL AWARD SAFETY JACKS 

















THIS BOOK 


Clippers to cut metal as 

thick as your thumb — 

big powerful tools for heavy 
construction and mainte- 
nance jobs. Other sizes to fit 
every need. Special tools for 
cutting cable, flat stock, etc. 
A Compact to fit a small tool 
bag. Swivel head models — the 
‘‘wrist action’’ tools which 
reach around corners at all 
angles. This catalog covers the 
entire Porter line. Gives facts 
about hardness of metals and 
selection of cutting tools. It 


Evy, is yours for the asking. 
4, 


PORTER CUTTERS 


THE SWIVEL HEAD 


Here is a Porter Clipper just like 
the standard rigid models except 
that the entire cutting head is on 
a swivel giving it ‘‘wrist action.’’ 
You swivel the tool just as you 
would bend your wrist to reach 
over or around obstructions. Wherever 
the tool reaches it will cut—at any 
angle. Saves dismantling and awkward 
reaching. Cut on floor, wall or ceiling 
without stooping, reaching or straining. 
Long leverage handles, full power multi- 
plying toggle joints, same Porter con- 
struction and fine quality. Made in sev- 
eral sizes. Here is a Clipper that ‘‘goes 
places"’ does its work easily, quickly 
and economically. Fully 

illustrated and described 

in the Porter Catalog. 


BUY THRU DISTRIBUTORS 


Clipper People 
EST. 50 YEARS 


H. K. PORTER, INC. 


| ASHLAND ST., EVERETT, MASS. 





pressure engages the clutch jaws. 
Clutch is quickly adjusted by turn- 
ing knurled collar with a_ pin 
through slot in protecting sleeve. 
With an overall length (including 
bit) of 94 in. it has a screw-driving 
capacity of from No. 1 to No. 12 
screws. Operates one spindle speed 
of 750 r.p.m. using a.c. or d.c. stand- 
ard voltage; also available for 220 
or 250 volts. Available with single 
or double clutch—Van Dorn Elec- 
tric Tool Co., Towson, Md.—Mttr 
Suppcies, April 10, 1939. 


Bevel Protractor 


For all work where angles must be 
measured 


Designed to meet the requirements 
of toolmakers, engineers, layout men 
and mechanics, the tool has recently 
been placed on the market as an item 
for the individual mechanic’s tool 
kit. It may be used for all types of 
work where angles must be laid out 
or measured. A Vernier is provided 
which gives readings within five 
minutes of the are (1/12th of a deg.). 
The graduations on both the main 
dial and on the vernier are very 
finely etched with jet black mark- 
ings, making readings quick and 
simple. The tool may be obtained 
with either six, eight or twelve inch 
blades, which are bevelled at each 
end to 45 deg. and 60 deg. respec- 
tively. The back of the tool is 
finished flat so that it may be flush 
when laid on work or paper. The 
dial may be clamped rigidly by a 
thumb nut, while the blade may be 
clamped independently of the dial.— 
George Scherr Co., Inc., New York 
City—Mitt Suppries, April 10, 
1939. 


Plug Gage 


Diameter is marked on handle 


Recently announced and placed on 
the market is a line of plug gages 


—— ee RT 


for the checking of small holes. 
Gages are available immediately in 
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It lasts longer—the tough treatment 
resists juices and acids of fruits and 
vegetables. 


It is easy to keep clean—May be 
washed with hot water or live steam. 


It saves money—Costs less than most 
competitive types and gives better 
service. 


Available in White or Brown. 


SEND FOR FULL DETAILS ON GLOBE 


Made -f 


BELTING and WEBBING PRODUCTS 


GLOBE WOVEN BELTING 


Company, Inc. 


1400 Clinton St. Buffalo, N. Y. 


LOOSE PULLEYS 





Help your customers to save lubricating costs 
and oiling time—on power loss by friction— 
on time loss when trouble appears — sel! 
DAGGETT PULLEYS. You'll build up the profit 
side of your pulley business. The Daggett 
line gives you Sales with a Good Profit. 
Write for details on our complete line of 
power transmission specialties. 


CHICAGO PULLEY G&G 
SHAFTING CO. 


21 N. Des Plaines St CHICACO, ILL 





diameters from .010 in. to .084 in. 
in every .001 in. Double-end gages, 
to check tolerances, can also be 
made to order by this manufacturer. 
The plugs which are made of high 
carbon tool steel, are hardened, 
ground and precision lapped. Ac- 
curacy is plus or minus .000025 in. 
Plugs are held in a hollow hardened 
steel holder by a collet. They can 
easily be removed, reversed or re- 
placed. All handles are marked with 
the diameter of the gage—Grobet 
File Corp. of America, New York, 
V. ¥.—Mitt Suppries, April 10. 


Portable Lamp 


Made of non-sparking materials to 
make it explosion-proof 


The manufacturer claims that this 
lamp’s design and construction is a 
distinct improvement over any ex- 
plosion or vaporproof lamp on the 
market. The lamp is fully protected, 
and where the light is emitted, du- 
plate safety glass, one quarter of an 
inch thick is used, which if broken 
will not shatter or allow gases-or 
vapors to enter. The hegk with a 
two-inch opening is adjustable so 
that the light can be focused where 
desired and no light is thrown in the 
user’s eyes. Materials used are non- 
sparking, the head being cast alumi- 
num and the handle turned rolled 
Bakelite. The rugged and simplified 
construction is such as to withstand 
the most severe type of service in oil 
refineries, chemical and dye plants, 
mines, flour’ mills, canneries, etc. 
Since the light is concentrated a 50- 
watt rough service lamp gives as 
much if not more than double the 
light of present portables, says the 
manufacturer. Weighs less than 
three pounds.—Ericson Mfg. Co., 
Cleveland—Mit_uL Suppties, April 
10, 1939, 


Rubber Sanding Pad 


Sands flat and curved surfaces 
equally well 


Announcement is made of a three- 
in-one flexible rubber sanding pad. 


This is a moulded rubber pad which 
can be used for feather edging, flat 
sanding or leveling. There is only 
one holder for all three sizes. The 
sanding pad is so formed that when 


(= 


the flat surface is applied it is ideal 
for sanding flat surfaces; when it is 
turned over and the curved surface 
applied it is equally efficient in sand- 
ing curved surfaces and feather edg- 
ing. The pad affords perfect balance, 
longer life, greater flexibility, light 
weight, safety and that it is non- 
breakable. The pad is of solid 
rubber without metal base which 
makes it very flexible and enables the 
user to get the utmost possible life 
out of the appliance. There is no 
danger of abrasives injuring the 
operator, friction is reduced, time is 
saved because of the flexibility of the 
pad and the sander can get into places 
which formerly had to be finished by 
hand because of their inaccessibility 
with a tool.—United States Electrical 
Tool Co., Cincinnati, Ohio.— Mi. 
Suppiies, April 10, 1939. 


Bolt Threader 


Dies and guides are changed quickly 


“TOLEDO 


0. 10 
eg AbeSTABLE BOLT Dig sTacK 


An improved small compact bolt 
threader for 4 in. to § in. rods either 

J or S. A. E. and 3 in., 7/16 
in. and 4 in. pump rods, has recently 
been placed on the market. The 
unique feature of this tool is the 
positive die ‘adjustment for over, 
under and standard threads. Seg- 
mental dies that are easily reground 
are used, and are adjusted by turn- 
ing the knurled cam ring. Each die 
segment, even when standard setting 
is changed, takes a proportional share 
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Close-up of a 


SELLING IDEA 


that helps 
You 
make money 


with DART UNIONS 


When you sell Dart Unions you sell tight 
joints at real savings to your customers. 
Here's why: Dart's have extra-wide, bronze 
seats, ground to a true ball joint... a joint 
that assures permanent, tightness under re- 
peated use. Moreover, Dart bodies and units 
are made of high grade air refined malle- 
able iron. These features make Darts dif- 
ferent from ordinary unions: They give your 
customers more for their money. They bring 
you repeat business and pay you more for 
your selling effort . . . Dart, a nationally 
known and respected name, stands behind 
every Dart Union you sell. Write today for 
Dart's jobber policy. 
BESS 


SS 


w 


ly 
‘nly 


E. M. DART MFG. CO., Providence, R. |. 


Sales Agents: 

The Fairbanks Company, New York 
and all branches. 
Canadian Factory 

Dart Union Company, Ltd., 
Toronto, Canada. 
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MORE PROFITS 


with 


. PARRO: = 
EXPANSION BOLTS 


And what makes the ARRO line so profitable? 
Simply this—Exceptional care ‘has been taken 
in the manufacture of ARRO expansion bolts 
to meet every possible requi 
by the customer. Quality, material, and work- 
P i g improved design 
and rust-proof Cadmium plating all go to make 
ARRO the best expansion bolt money can buy. 


sa ded 





hi * th Ai 





The fine precedent plus the fact that the ARRO 
line is sold only through the jobbers offers an 

tt ive and profitable opportunity to the job- 
bing trade. Write for catalog and jobbers’ con- 
fidential discount sheet. 








ARRO EXPANSION BOLT CO. 
MARION, OHIO 








Sold only 
through jobbers | 








110 


of the work, which makes easier cut- 
ting, smoother threads and longer die 
life. Dies and guides are changed 
quickly. Die stock measures 17 in. 
overall and weighs but 23 lbs. A 
small partitioned red enameled box 
can be furnished to hold a die stock 
with six sets of dies and guides. All 
bright parts are highly polished and 
the die stick is enameled black.— 
Toledo Pipe Threading Machine Co., 
Toledo, Ohio. — Mitt SvupPPties, 
April 10, 1939. 


Hydraulic Clutch 


Operates entirely on oil 





Incorporating many novel features, 
a heavy duty hydraulic clutch, slow 
speed type, has recently been placed 
on the market. It has many exclu- 
sive features, claims the manufac- 
turer, which should make it particu- 


larly adaptable for all operating 
conditions on such work as bull- 
dozing, carry-all work, winches, 


hoists and for use on all types of 
power take-off units. The clutch, 
which is self-energizing, operates en- 
tirely on oil and has no clutch plates 
or clutch lining. Its operation is 
said to be unaffected by climatic 
changes. The clutch is entirely en- 
closed, is water and dust proof and 
is adaptable for remote control oper- 
ation. It is said to be free from 
drag and will operate in a vertical 
or horizontal position—Fray-Mer- 
shon, Inc., Glendale, Cal.—M1Li 
Suppties, April 10, 1939. 


Dial Gage Attachment 
For testing internal surfaces 


The manufacturer has_ recently 
placed on the market, a universal 
attachment for use on dial gages 
having stems % in. in diameter. The 
instrument is designed for testing 
internal and other surfaces which 
cannot be reached conveniently with 
the regular straight spindle of a dial 
gage. It consists of a small cylinder 
that clamps over a dial gage stem 
.375 in. in diameter, a rod within the 
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COLLIS 


SLEEVES ... 
.. . SOCKETS 





Standard Type 
and 
Use-Em-Up Type 























LATHE CENTERS 





Carbon Steel Hardened 
also 
High Speed Steel Inserted Point 


MAGIC TYPE CHUCKS 
AND COLLETS 
DRILL CHUCK ARBORS 


We are prepared to handle all 
regular and special requirements 
of your customers. Prompt service. 


he COLLIS COMPANY 
CLINTON, IOWA 


















stocks 
© Fast Service 
® Good Margin 
Write for catalog 
ance 
€ 
The H. M. HARPER CO. 
2622 Fletcher St. Chicago, ii. 

















THE 
AMERICAN SWISS 


SWISS PATTERN FILES 


STAY SOLD 


The satisfactory performance of 
our product creates repeat orders 
for the distributor. 


Look for this mark on the 


N 













tang of a File 


wk 


Made in the 
United States 


AMERICAN SWISS FILE & TOOL CO. 
Elizabeth, New Jersey 


Also Manufacturers of 
Mechanics’ Hand Tools and Knurls 





@ ACTUAL plant experience has 
proved that TIGHT BELTS are one 
of the sizeable loss-leaks in pro- 
duction cost. By using CLING- 
SURFACE, belts are run stack, with 
consequent savings in lubrication, 
less belt, bearing and shaft wear, 
and fewer breakdowns. Litera- 
ture and trial tube on request. 


Cling-Surface Co. 


1017 Niagara Street 
Buffalo, N. Y. 
3 





r 


FOR ALL BELTS YEAR 





| 


| 
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cylinder which contacts the point of 
the dial gage spindle, and a bell 
crank point that extends at right 
angles to the regular spindle—Brown 
& Sharpe Mfg. Co., Providence, 
R. I—Mut Svuppwies, April 10, 
1939, 


Bench Grinder 


Substantial base suitable for perma- 
nent mounting 





Unexcelled for heavy duty manu- 
facturing operations, tool sharpening, 


general shop work,  wire-wheel 
brushing and buffing and where di- 
rect lighting is required on work, 
this heavy duty grinder is an addi- 
tion to the manufacturer’s line of 
grinders. A feature is a_ light 
mounted on the machine, adjustable 
to any desired operating position and 
which throws a powerful non-glare 
flood of light directly on the grinding 
operation. It is equipped with a 
special blue lens which produces a 
light of daylight quality. A sturdy 
Bakelite housing assures complete 
protection against grounding. The 
light operates on a 6/8-volt tap-off 
from the grinder windings. The 
machine is fitted with safety eye- 
shields equipped with shatter-proof 
glass to provide maximum protection 


against particles thrown off in the | 


grinding operation.—Diehl Mfg. Co., 
Elizabethport, N. J—Mttit Sup- 
pigs, April 10, 1939. 


Safety Goggles 


Goggles are hinged to headband 





Hinged frame goggles that fit over 
prescription glasses and swing up out 
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increased 
production. 





these words find 


LISTENING EARS 


When you talk about the Schrader line or 
a Schrader unit you’ve got a story that 
plant superintendents and shop foremen 
will listen to... a story that will start 
orders your way by their requisition through 
the purchasing agent. Schrader Products 
sell easily because they increase the effi- 
ciency of any industry that uses air. They 
fulfill in service every claim made for them 

. with something to spare. Make us 
prove that our line is a profitable one. Get 
our attractive proposition. Write for par- 
ticulars. 


The Schrader Air 
“Knock-Out’’ Set, 
currently advertised in 
Mill and_ Factory, 
Industrial Equipment 
News, Factory Man- 
agement and Mainte- 
mance, Safety Engi- 
neering and National 
Safety News is but 
one unit of the com- 
plete Schrader line. 


Here's What Schrader 
Distributors Have to Sell... 


A COMPLETE LINE! 


AIR "KNOCK-OUT" SETS. . . Complete 
assemblies for discharging finished work 
Adjustable to all machines. 

PRESS SAFETY CONTROL. . Absolute 
protection against repeat motion of press. 
Foolproof. Air operated. 

BLOW GUNS... Compact. Sturdy. Sur- 
prisingly few parts. Selective control of 
air flow. Lever and button type. 
QUICK-ACTING COUPLERS... For inter- 
changing air equipment at outlets. Like 
plugging into light socket. Air-tight when 
disconnected. 

AIR HOSE FITTINGS... Complete assort- 
ment of Couplings, Adapters, Ferrules* and 
Crimping Tools. 

HYDRAULIC GAUGES ... Ruggedly built 
for tough service. No delicate parts. For 
5 to 5000 1b. pressures. 


Schrader 


266. 05. PAT.OF8. 


INDUSTRIAL PRODUCTS 


A. SCHRADER'S SON, BROOKLYN, N. Y. 


Division of Scovill Manufacturing Company, Incorporated 










4 customers, and community 
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McGRAW-HILL PUBLISHING COMPANY 
330 WEST 42np ST., NEW YORK CITY 


( 





McGraw-Hill’s new Editorial 


Program points the way to 
better understanding between 
your company and its workers, 


= VERY FUTURE of your business may depend on 
what “they” think of your firm—on what im- 
pression it ya A making on its workers, customers, and 
community. In order to help business leaders in the 
complex problems of dealing with their “publics” the 
McGraw-Hill Publications launched in October a con- 
centrated editorial program on Public Relations. 

Each McGraw-Hill publication will present from 
mow on a@ complete program, based on the general 
McGraw-Hill public relations plan . . . but tailor-made 
to fit its own segment of industry. 

The McGraw-Hill publication edited for your needs 
will continue te report the news from the industrial 
front on products, machinery, markets, and methods 

. . but in addition it will supply specific material on 


‘dealing with your workers, your customers, and your 


community—successfully. 


TEAR OUT—MAIL TODAY! 


) Please send me a sample copy of....................0.00+ 
...without obligation to me. 


Seeeceeeseseeeeeeseeeee 


” 
S 
= 
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Since the opening of this concerted Public Relations Program in 
McGraw-Hill Publications, a most gratifying response has been re- 





corded. Thousands of reprints have been ordered, and commendatory 
letters have been received from hosts of readers. Here are a few 
significant excerpts from typical letters. 


“I am very glad to note 
that you are going to make 
a special effort to bring 
American business before 
the public in a little better 
~~ 
. T. Dyett, President 
_ 3 Cable Corp. 
Rome, N. Y. 


“I am certain the articles 

presenting the various prob- 

lems of the aviation indus- 

try will aid materially in 

increasing public interest.’’ 
Paul H. Brattain, V. P. 
Eastern Air Lines, Inc. 
New York, N.Y. 


“We appreciate your treat- 
ment of this subject in 
your October 8th issue and 
are studying it with a 
great deal of aga 
F. A. Coffin, V. P. & 
Sales Mgr., Wisconsin 
Electric Power Co. 
Milwaukee, Wisc. 


“Local group already organ- 
ized to tell story of indus- 
try to citizens of Worcester 

. the chairman of this 
committee told me that he 
expects the McGraw-Hill 
public relations program 


McGRAW-HILL 


will be a great help to him 
in ogee on the local 


Ss, Pres. 
mpany 
Wesesster. Mass. 


“Am sure anyone getting 
the American Machinist 
and reading this insert will 
be greatly benefited...am 
having it sent to quite a 
number of our executives.’ 
» Pres. 
Cincinnati Planer Co. 
Cincinnati, Ohio 


“You and your associates 
deserve the congratulations 
and the gratitude of the 
entire industry for having 
prepared what, in my opin- 
ion, is the most complete 
and comprehensive state- 
ment of a sound and con- 
structive public relations 


program for our industry, 
that I have ever seen. You 
have approached the entire 
subject from a very prac- 
tical point of view, elimi- 
nating all the ballyhoo and 
the window dressing with 
which so many public re- 
lations efforts are all too 
See | burdened . 
Forbes, Sec’ y 
Cotton Mfg. Assn. 
of Georgia 


“I shall take it upon my- 
self to see that the officials 
of the Company connected 
with my a read 
this section and shall also 
call the attention of the 
members of our Scale Com- 
mittee to the October Issue 


L. E. Young, V. P. 
Pirtsboroh Coe! Co. 
Pittsburgh, Pa. 


In order that you, your firm, and your 
industry may also profit from this new 
program, we will send you a free sample 
copy of the McGraw-Hill publication spe- 
cifically edited for your needs. 


PUBLICATIONS 


AMERICAN CONSTRUCTION ELECTRONICS MILL 
MACHIN METHOD ENGINEERING SUPPLIES 
AVIATION EQUIPMENT and POWER 

Bus ELECTRICAL JOURWAL ENGINEERING 

TRANSPORTAT 

ore 10N CONTRACTING ENGINEERING RADIO 
BUSINESS ELECTRICAL NEWS-RECORD RETAILING 
MERCHANDISING FACTORY TEXTILE 

CHEMICAL MANAGEMENT WORLD 
and ELECTRICAL ‘and TRANSIT 

METALLURGICAL weEsT MAINTENANCE JOURNAL 

ELECTRICAL » FOOD WHOLESALERS 
COAL AGE WORLD INDUSTRIES SALESMAN 
1939 


























Give You Sales You Must Pass Up 
Without This Complete Line of 
Heat-Treated, Alloy Steel Screws 


Mines, textile plants, 
railroads—d ozens of 
new fields for heat- 
treated, alloy steel 
screws are open to you 
when you handle 
Mac-its! You can sell 
16 different kinds of 
standard items — hun- 
dreds of specials. More 
items mean more sales, 
bigger profits! 





DISTRIBUTORS! 


Write for details to 


Strong, Carlisle & Hammond Co. 
1392 West Third St., Cleveland, 0. 














The Fastest Cutting, 


Longest Wearing Drill 
Ever Introduced! 





Drills Holes In Concrete, 
Tile, etc. 50 - 75% Faster! 


3 
Stays Sharp Up To 
50 Times Longer 
a 


For Al 
Rotary Elec 
ric Portable 

Drills 


Reduces Installation Time For 
Expansion Anchors Easily 50% 


No more hammering! No more 
chiseling! No more slow, costly 
methods of hole drilling! The new 
Carboloy Masonry Drili drills 
holes in concrete, brick, tile, slate, 
etc., 50% to 75% faster! Lasts 
up to 50 times longer! Holds 
sharp cutting edge for weeks of 
continuous use. Drills holes accu- 
rate “‘to the hair.” It’s the perfect 
drill for installing 
pansi anchors 
quickly, cheaply 
and easily. 
Get the facts on 
this greatest time- 
saving, money-sav- 
ing drill ever of- 
fered. Tear out 





WRITE 
FOR 
FREE LEAFLET 
and quick-profit re- 

sale proposition. 











The Mark of AROOOT 





this advertise- 
ment and mail 
My = today for free leaflet and quick- 
“en. profit resale proposition. 
CARBOLOY COMPANY, INC. 
2953 E. Jefferson Ave. + Detroit, Mich. 


CARBOLOY 
MASONRY DRILLS 
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of the way without removing head- 
band and without disturbing the 
regular glasses have recently been 
placed on the market. For workers 
who must wear corrective lenses and 
require protection from injury to 
eyes and lenses, the overall goggle 
must be large enough to clear the 
regular glasses and be held firmly 
in place. In the fit-over goggle de- 
scribed here, the frame is of a light 
weight material attached to the head- 
band by double hinges that allow the 
goggles to be pushed forward and 
up. The headband, also, is attached 
to a fabric cap that allows the band 
to be adjusted loosely for comfort, 
the weight being distributed evenly. 
Thus pressure headaches are done 
away with, claims the manufacturer. 
Goggles are made to fit over all 
types of glasses, fitting snugly to ex- 
clude chance light.—Sellstrom Mfg. 
Co., Chicago.—Mut Suprties, April 
10, 1939. 


Hole Saw 


Cuts clean holes in sheet metals, 
pipes, cast iron 


Offering many advantages over 
other competitive items of this type, 
the saws are made in one-piece of 18 
per cent Tungsten high speed steel, 
developed to cut faster and to retain 
longer a sharp cutting edge. The 
saws come in a wide variety of di- 
ameters from } in. to 3/12 in. They 
are used with electric drills of 4 in. 
capacity or larger for cutting clean 
holes in sheet metals, pipes, cast iron, 
wood, tile plaster, marble, Bakelite, 
and other composition materials.— 
Skilsaw, Inc., Chicago.—Mit. Sup- 
pLigs, April 10, 1939. 


Emergency Jack 


Has a total lift of 14 inches 





IE:mbodying ten improvements over 
its old model, the manufacturer of 
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VINCENT 


HUNTINGTON 
Jmproved 





Gverv 
VINCENT 
Cutter 
Has 18 
Teeth 
Count 
Them / 





x 


GRINDING 
WHEEL 


DRESSERS 


(Pat. Applied For) 


COST NO 
MORE 
AND 
STILL YOU 

PROFIT 


Your customers get the 
best Grinding Wheel 
Dressers for no more 
money and your profits 
go right on. The new 
type bushings will not 
turn and wear out the 
bushing holes in the 
handle. The added life 
and efficiency which 
this advancement makes 
possible is money sav- 
ing to your customers. 


You sell the best Grind- 
ing Wheel Dressers and 
Cutters—Vincent - Hunt- 
ington, and your profits 
will continue to grow, 
steadily and soundly. 
Send for our catalog 
sheets which are 
punched to fit your 
binders. 





These bushings used in all 
Special and <1 and #2 Im- 
proved Huntington Dressers. 


CS 


These bushings used in #0 
Regular and Hooded iIm- 
proved Huntington Dressers. 


VINCENT STEEL 
PROCESS CO. 


2434 Bellevue Ave. 
DETROIT, MICH. 

















this jack claims that some of these 
improvements are entirely exclusive. - ‘ 
They include: one inch greater lift 

to a total of 14 in.; 37 per cent easier 

lifting ; triple-toothed lifting and re- 
taining pawls; greater overload ca- For Every Purpose 
pacity by actual hydraulic press test; 
jack base area increased 10 sq. in.; 
rack bar toe lift increased to over A 

2 sq. in.; load may be raised or 100 per cent 
lowered full limit of the rack bar Service 
when working at an angle; base for Jobbers 
locking hood can now be disengaged 
or engaged by the operator’s foot; © The Gardiner Line includes: 
more convenient carrying handles, 

and greater rack bar gib slide bear- Acid and Rosin-Core Solders. 

ing. It is furnished with a 5-ft. steel Solid Wire Solders as fine as 1/32” 
chain, a forged steel auxiliary shoe dia. 

and a 5-ft. heat treated lever bar.— Bar, Triangular, Meter and Drop 
Templeton, Kenly & Co., Chicago.— Solders. 

Mitx Suppties, April 10, 1939. Copper and Brass Fitting Solders. 
EAGLE WELDED STEEL BENCH Stainless Steel Solders. 

OILERS ARE BUILT FOR HARD Pipe Cleaner Babbitts (All Grades). 

WORK. ACETYLENE WELDED BOT- Monarch Ball Metal Babbitt. 

TOMS AND ACETYLENE WELDED For opening and cleaning pipes Lead and Tin Pipe. 

SPOUTS GIVE THEM EXTRA B Gardi ducts are made 


—— - —— . = a. Ls d in 
cemcpagplergnuonann ) Oo idkge “yelume, ine, lowest prices are 





gh 6 AGAIN . 5 et = assured. Because they set the highest 
Distributors find added profits in Eagle ea — ; y standande CK a, — — 
Oilers. Write for illustrated circular and » < your inquiries at all times. 
a sample 








, aa >. <. C ardiner 
EAGLE MANUFACTURING COMPANY a A @6 oan, 


Wellsburg, West Virginia 
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PLUMBERS Development of two motor driven i ara 4 
| cleaners has been announced. Opens f ait y 
COMBINATION | and cleans clogged pipes ot all kinds, eal 
coils, sewers, drains, etc. By work- a, Soe 
: - | ing through traps, elbows, tees and M 
For sweating fittings on U-turns, these machines do away 


copper tubing — Close = rodding, and _~ expensive AFTS 
° | digging operations in domestic sani- 

quarter work — Light to tary ~ he geome rapidly clear up ob- FLEXIBLE SH 

handle. structions of all types. In the AND 

industrial field, they are used to clean EQ U I PME | T 

superheat tubes, oil and gas lines, 

heating coils, cooling coils, water ee ee ly to 3H.P. 

lines. Operation consists of fitting a a 

15 ft. length of helically coiled cable — 

into a pipe—depressing clutch to Three Speeds 

| spin cable, releasing clutch, and feed- 

ing again. Length after length is 

added as required by means of a | 

special coupling. Cutting tools, 

| brushes, and special detachable drills 

are provided for cutting out such 

No. 101 obstinate obstructions as tree roots, 

corrosion, barnacles, etc.—Pittsburgh 

Midget-flame when Burner is controlled. Pipe Clearner Co., Pittsburgh, Pa— 

Five inch long flame when opened Mitt Supp.ies, April 10, 1939, 

wide. | 














Ten feet of hose and one gallon gaso- Battery Tester ROTARY CUTTERS 


— FROM THE SOLID 
Interprets specific gravity readings 

CLAYTON &LAMBERTMFG.CO - a Soe Quality Machines 

DETROIT saeiaiinie Telling the condition of a battery 


and translating these readings into 
direct service instructions, this ther- 














| 
| 
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strument. 


molded, 


mal-correcting battery tester has re- 
cently been announced. The service 
instructions are given on a copy- 
righted metal plate right on the in- 
The tester automatically 





corrects for variations in temperature 
of battery electrolyte by means of a 
patented thermometer, located right 
in the float jar, which reads directly 
in terms of amount to be added to 
or subtracted from float reading. In- 
strument is guaranteed by the manu- 
facturer to be accurate within plus or 
minus .002 specific gravity. 
special features listed by the manu- 
facturer are: extremely large and 
easy-to-read thermometer and float 
figures; short overall length 
in.) and single-barrel construction, 
making tester compact and conveni- 
ent to use for all purposes, and two- 
piece, non-drip tip which has soft 
slip-over body and 
rubber nozzle that will slip between 
battery plates when electrolyte is 
low.—/ mperial Brass Mfg. Co., Chi- 
cago, Ill—Mui.t Suppties, April 10, 
1939. 


Drill Stand Magnet 


Operates at any angle 
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Developed to meet the demand for 
a powerful, yet small and light mag- 
net to be attached to the present 
stand, a 


type drill 


magnet has been placed on the mar- 
ket. This magnet will increase the 
usefulness of the drill stand by rea- 
son of permitting the unit to be 
easily and readily conveyed and 
spotted in almost any conceivable 
position and place where drilling, 
tapping, reaming, hole sawing, nut 
running or similar operations are re- 
quired. Using the magnet attached 
to the drill stand the operator is able 
to increase his capacity with a greatly 
reduced fatigue strain. With the 
magnet the drill can be operated 
horizontally, vertically, upside down 
or at almost any angle. It allows 
full visibility and can be used on all 
parts, center or edges, of the mate- 
rial. It weighs 40 lbs. and has a 
pull of 900 Ibs., providing a wide 
safety factor. The magnet is 84 in. 
in diameter and consumes 80 watts. 
It can be used on any convenient 
a.c. or d.c. outlet—Stearns Magnetic 
Mfg. Co., Milwaukee, W'is.—MItv 
Supp.ies, April 10, 1939. 


Billet Marker 


Marks metal products alloy steel, 
forgings and castings 





& 


Three additions to their line of 
steel stamps and marking devices are 
announced by the manufacturer. Of 
unusual interest is the multiple 
wheel marking device made in two 
models for use as a sledge for stamp- 
ing hot material, also a model for 
hand use with a sledge for stamping 
cold material. The third item is an 
inspector hammer having change- 
able heads, a very handy tool, which 
eliminates carrying a number of dif- 
ferent hammers. The billet marker 
is unique from the standpoint of its 
quick changing of figures or charac- 
ters. The operator has all figures 
and characters at his finger tips. 
Figures or letters are engraved on 
the wheels, capable of marking on 
metal up to 415 Brinell hardness. 
—Quality Die Co., South Chicago, 
Tll—Mi.t Supptiies, April 10, 1939. 


Welding Hose 
Lines readily identified 


This new contribution to welding, 
employed to convey oxygen and ace- 
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BLOW MOR 


THE TORNADO LINE 


There are over 100,000 portable electric 
blowers in use today—great proof of use- 
fulness in industry and constant, steady 
demand on the jobber for this type of 
cleaning and maintenance tool. 


Breuer’s Ball Bearing Tornado 5 Model 
Line more completely meets the demand 
with greater power, better construction 
and appearance and higher efficiency. If 
ou are not stocking or selling Tornado 
Stewnes, write at once for details of our 


NEW SALES PLAN 


designed to help you sell more blowers 
at greater profit. Write at once for com- 
plete information, free catalog sheets and 
envelope stuffers. No obligation. 


BREUER ELECTRIC MFG. CO. 


5078 N. Ravenswood Ave., Chicago, Ill. 


Can, Distr. Ellis & Howard, Ltd,, Kitchener, Ont. 





PORTABLE ELECTRIC BLOWER 








Compound 
Leverage 
In 


The Famous 








“ATLAS” 


is obtained from a fixed pivotal point 
at the back of the shoe, the initial 
energy is then transmitted to the arch 
lever, linking the three parts together. 


One of the many sales points in favor 
of the ATLAS. 


Manufactured only by 


APPLETON-ATLAS CAR 
MOVER CORPORATION 
2947 North 30th St., Milwaukee, Wis. 


formerly at Appleton, Wis. 















New Safety Catalog 
POINTS WAY TO PROFIT 


Ideas are always welcome—particu- 
larly when they show Industrial Dis- 
tributo:s how to cash in on profits. 
This catalog is full of ideas—use 
coupon below for your free copy. 





CHICAGO EYE SHIELD COMPANY 
2329 Warren Bivd., Chicago, Ill. 


Please send copy of your new 1939 catalog. 
NAME 

COMPANY 

ADDRESS 


CITY STATE 


SSCeeeeeeeeeeeeeeeeeeea, 
CSSSeseeeeeeeeseeeeeeee 


116 





} covers 


tylene for welding and cutting work, 
consists of two lines of unusually 
flexible, cord-reinforced welding 
hose, formed by a 22-foot multiple- 
cavity mold at a temperature of 290° 
into a single unit. Known as “Twin- | 
weld” hose it won’t kink and taping | 
is unneeded. It is no longer neces- 
sary to put up with a small mountain | 
of hose sprawled over the floor in a | 
tangled mass. For ready identifi- 
cover, the oxygen a bright green one. 
—Hewitt Rubber Corp., Buffalo, 
N. Y—Mutt Suppties, April 10, 
1939. 


KW | 


Helps 


from the 


>) 


ORDER from OTTEMILLER 
and you'll REORDER 


High quality 
1s Apparent with the 
initial use..... 


OTTEMILLER screw machine parts quickly 
prove their superiority when used in assembl- 
ing machinery. You can readily demonstrate 
to your customers the accuracy and uniform- 
ity of OTTEMILLER products by the easy 
way they screw into a tapped hole and their 
entire freedom from wobble or binding. 
That's the kind of quality that sells itself— 
makes new customers and holds them for 
profitable repeat order business. 
OTTEMILLER distributors have found by 
experience that they can command their share 
and more of the business in their territories 
for cap screws, set screws, coupling bolts, 
and milled studs. It will pay you to investi- 
gate our 100% Distributor Service. 


Wm. H. 
OTTEMILLER 


YORK, PA. 


co. 


_ 











POWER TRANSMISSION—In this | 
new 48-page book are pictures illus- 
trating the manufacturing facilities 
and many products and product in- 
stallation. The purpose of the book | 
is to acquaint industry with the com- | 
pany’s line of power transmission 
and materials handling machinery | 
and fabricated steel. The installation 
views show a wide range of mate- 
rials handling and power transmis- 
sion methods.—Palmer-Bee Co., De- | 
troit, Mich. 


CHAIRS—This new catalog issued 
a comprehensive line of in- 
dustrial stools and chairs and pre- 
sents interesting and practical infor- 
mation on correct seating and posture 
for factory workers. Also of inter- 
est is a section devoted to furniture 
for the office, reception and rest 
rooms.—Royal Metal Mfg. Co., Chi- 
cago. 


ENGINES—From the buying of the 
steel to the assembling of the finished 
parts, the craftsmanship that goes | 
into engines, track-type tractors and | 
road machinery is briefly discussed | 
in a booklet just issued. Photographs 
show how the various tests and ex- 
act manufacturing processes are car- 
ried on, and brief captions tell the | 
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DISTRIBUTORS 


@ Are you troubled by difficult 
sales problems? 


@ Are you carrying the most up- 
to-date line? 


® Do you know WHO to Sell and 
How to Sell Them? 


Mill Supplies answers these 
questions and more every 
issue. 


The magazine for 
Distributors and 
their Salesmen 


MILL SUPPLIES 


330 W. 42nd St. New York City 






































“Furnished for. all 
types and*\fakes 
of..Car Movers. 
Made of fine 
tool steel cor- 
rectly heat 
treated. 


Car Movers for Every Need 











POWER KING .. 
for heavy duty in mines and cement mills 
NEW BADGER NO.5.. 
for usual and ordinary car moving jobs 
BADGER NO. 9 .. 
for cars with tow brake beams—efficient for 
usual car spotting 
ADVANCE SAFETY CAR WRENCH 
for dumping hopper bottom cars 
























LES NEST 
The Advance Car Mover Co., Inc. 
Appleton Wisconsin 


CANADIAN ADVANCE CAR MOVER CO. 
WELLAND, ONTARIO, CANADA 














You Win More Customers 
That Last—with 


OHLEN - BISHOP 
CHROMSAWS 


No. 7 Combination 
Chromsaw. Highly 
efficient for 
either crosscut- 
ting, ripping, 
or mitering. 
Operates on 
less power, 
and is very 
easy to refit. 




















URNISH your customers with 
OHLEN-BISHOP CHROM- 
SAWS—steel of special analysis 
for the job demanded; temper and 
toughness that insures long, profit- 
able performance; accurate toothing for fine precision 
work. They will come back for more—bringing with 
each sale a welcome increase over your usual profit. 













Chromsaw Bands. Carefully hardened and tempered to 
sive the maximum toughness. No hard or soft spots. 
Very flexible. 







We Sell Ohlen-Bishop Saws 
THROUGH DISTRIBUTORS ONLY! 


OHLEN-BISHOP CO., Columbus, Ohio 


Manufacturers of Fine Saws Since 1852 









| 


results of the work done, and the 
reasons why such precision is 
essential—Caterpillar Tractor Co., 
Peoria, Ill. 





BOILER SERVICE UNITS—In this 
new bulletin, covering horizontal 
boiler service units are complete di- 
mensions, specifications and a de- 
scription of each unit. These units 
are adapted to three types of service: 
condensate return for gravity sys- 


tems, combination return and boiler , 


make-up, and direct feed boiler sup- 
ply. — Roots-Connersville Blower 
Corp., Connersville, Ind. 


GEARS AND REDUCERS—FE ach item 
in this new catalog has been de- 
scribed in a simple and precise way. 
Thumb indexed for handy reference 
its 136 pages leave nothing to be de- 
sired. Specifications, drawings, di- 
mensions and a number of engineer- 
ing tables make the catalog a most 
valuable piece of literature —Ohio 
Gear Co., Cleveland, Ohio. 


ARC WELDERS—A\ new bulletin 
printed in two colors contains spe- 
cific information on gas driven are 
welders. The folder gives practical 
information as to mechanical make- 
up as well as special features on 
this type of equipment. Applica- 
tion pictures show the many uses of 
are welders.—Hobart Brothers Co.., 
Troy, Ohio. 


NEW VALVE—\ new bulletin con- 
tains interesting information on the 
new Hancock ‘“Duravalve.” <A list 
of installations, test reports, as well 
as other engineering data is given. 
Pictures of actual installations are 
shown. The valve is small in size, 
but designed and built for elevated 
pressures and temperatures.—Han- 
cock Valve Division, Manning, Max- 
well & Moore. Tnc., Bridgeport, 
Conn. 


DIESEL ENGINES—TI]lustrating the 
features of its various diesel engine 
models with actual photographs of 
the machine in operation makes this 
a most effective folder. The diesels 
illustrated come in nine engine sizes. 
—Caterpillar Tractor Co., Peoria, 


Til. 


ROOFING PRODUCTS — [nforma- 
tion on special and standard steel 
roofing products is contained in a 
32-page, two-color catalog entitled 
“Republic Steel Roofing Products,” 
just issued. Complete tabular infor- 
mation is incorporated covering 
standard weights per square, in 
pounds; estimating table for roofing 
products; allowances for laps on 
corrugated sheets; extras on galvan- 
ized or painted roofing and siding; 
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JAEGER "BANTAM" 


(World's Champion 
Light-Weight Pump) 
In a class by itself for porta- 
bility and performance —a 


pump your customers need and 
will buy — 


$g500 Aluminum Alloy 
or Semi-Steel 
F.0.B. Factory Complete 
with Engine 

Fastest automatic priming 
small pump on the market — 
tremendous capacity for its 
size — ruggedly built with %-! 
H.P. ball bearing engine or 
electric motor that operates 
from light socket, Distributors 
are making big sales — winning 
new customers. Open territory. 
Write for details. 


( ) The Jaeger Machine Co. 


501 Dublin Ave., Columbus, Ohio 








To Slippery 
Profits 


- - 
TRIPLEX Nuts are made for canny buyers who 
know values in screw products. Accurate to 
size, so they fit standard bolts. Full threads 
to run smooth and tight. 100% bearing surface 
—pull up close all around. Toughened, so 
they won't split. Customers pat you on the 
back for handling trouble-free products. And 
deliveries come fast from TRIPLEX. Rush your 
request for prices—samples if you want them. 


The TRIPLEX SCREW COMPANY 


5307 Grant Avenue Cleveland, Ohio 


Lh 


Millions Sold—Used In Every Industry 
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SHERMAN 


HIGH PRESSURE 


COUPLINGS 


HEAVY CAST BRASS WITH 
CADMIUM PLATED BOLTS 


For AIR—CAR WASHING 
STEAM—SPRAY HOSE, etc. 


Fig. 120-1” 


These couplings are unexcelled for 
heavy duty service on steam, air, or 
water hose. They fill every demand for 
couplings to withstand the high _ 
sure met with in spraying, car washing, 
etc. Hose cannot blow because of ex- 
tended finger on clamp which engages 
collar on 5 al Six sizes. Get more 
details on this profitable item. Made 
in ¥%, 7/16, Yo, % and | in. sizes. 


Sold thru Jobbers. 











H. B. SHERMAN MFG. COMPANY 


BATTLE CREEK 
MICHIGAN 








A 


aes a BIGGER 
Q } and | mote 
PROFITABLE 


belting business 


Investigate Victor's complete 
line...a belt for every pur- 
pose...including those for 
the most special transmis- 
sion, conveying and eleva- 
ting requirements. 

Victor offers you the finest 
belts that modern equipment 
and fine workmanship can 
produce...plus the benefits 
of aggressive sales policies 
and guarantee of Victor's 
reputation for fair dealing. 


Write fer Printed Matter 


BALATA & TEATILE 
VI BELTING COMPANY 
53 Park Place 


$145 West Hubbard Stree 


FACTORY: Eas 





| and quick reference. 











rolling limits; freight per square on 
all forms of galvanized roofing and 
siding; and bundling tables for gal- 
vanized flat sheets.—Republic Steel 
Corp., Cleveland, Ohio. 


MONOCORK—A new folder cov- 
ering a description of a unique sur- 
facing material—‘Monocork”—and 
an architect’s performance specifica- 
tions, have just been made available 
by the manufacturer of the product. 
Monocork is an entirely different 
kind of interior or exterior flooring 
or paving with many uses. It is a 
plastic material composed of liquid 
rubber (latex), a dehydrating pow- 
der, and bulking fillers such as cork 
granules, marble chips, or other 
types of aggregates—Armstrong 
Cork Co., Lancaster, Pa. 


PUMPS AND MOTORS—Two new 
bulletins have just been issued by 
this firm. Leaflet 2199-C covers 
single suction, single stage close 
coupled utility pumps for every in- 
dustry, 


It includes a cross section of a typi- 
cal unit with detail description of 
each part. Numerous pictures show 
views and arrangements involving a 
variety of horizontal and vertical 
applications. Bulletin 1196 entitled 
“Making Machine Tools Earn Way 


with Allis-Chalmers Motors” is well- | 


illustrated with a variety of installa- 
tion photographs. — Allis-Chalmers 
Mfg. Co., Milwaukee, Wis. 


ELECTRIC TOOLS—Ready for dis- 
tribution is the 1939 edition of a 
condensed catalog of the firms com- 
plete line of electric tools. The cata- 
log is 34 by 6} in. and can be used 
as an insert with mailing pieces, for 
distribution by salesmen, for filing 
The cover is 
printed attractively in red and black 
on a deep blue background.—United 
States Electrical Tool Co., Cincin- 
nati, Ohio. 


CAP AND SET SCREWS—Here are 
45 pages of ordering information on 
standard cap and set screws. Thumb 
indexed for easy reference the book 
contains latest prices on the firm’s 
screw products. Each type screw 
is pictured with details of construc- 
tional features and dimensional data. 
—Wm. H. Ottemiller Co., York, Pa. 


ARC WELDING—This new piece of 
literature tells about the savings pos- 
sible with arc welding showing in 
three steps how material and labor 
costs can be reduced, overhead is 
lowered and how selling costs may 
be brought down as a result of the 
first two. Interesting welding 
“shots” make the folder most inter- 
esting.—Hobart Brothers Co., Troy, 
eZ 
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handling from 10 to 1600 
g.p.m. and using motors up to 75 hp. | 





, CHICAGO, ILLINOIS 


FLOATS 


STAINLESS STEEL 


ALL TYPES READY FOR 
IMMEDIATE SHIPMENT 


Harris Stainless Steel Floats have 
great buoyancy, offer non-corrosion 
properties, resistance to high pres- 
sures and temperatures, and have 
long life under severe service. 
Diameters 3” to 30”—special shapes 
to order. Send us your inquiries. 
Our Engineering Staff is ready and 
willing to help you. Write today! 
Floats also fabricated from 
COPPER — STEEL — MONEL — 
a aeenen—ae ae 


ARTHUR HARRIS & CO. 


210-218 N. Aberdeen St. 
(formerly Curtis St#.) 


EST. 1884 











BELT LACING 


Md | 


A stronger lacing for all types of 
belts. Put on with a hammer— 
easily penetrates the toughest belt. 
Clinches smoothly into belt, com- 
presses ends, prevents fraying, 
makes a permanent ‘“‘humpless’’ joint. 
2-piece hinged rocker pins provided. 8 
sizes. In boxes, handy packages, cartons 
and tong lengths, Recommended for con- 
veyor belts and heavy drives—especially 
drives operating under outdoor conditions. 


WIREGRIP 
BELT HOOKS 


Preferred because they are 

handled safely ‘ond quickly. 

Patented biue aligning card 

holds hooks even shortest ends in perfect 

alignment—every hook is used, no card 

= Fit Wiregrip or fi other standard 
Available in sizes 


‘Be ARMSTRONG. BRAY ER 
An A ey cutter in 
shop, that wit” B. -. 
&, ely and efficiently cut 
of leather, xn and 
fabris "elting up to 8” w 


Eliminates waste — pA. 
insures a square cut. 


Write today for Catalog ard Circulars 


“The Belt Lacing 
People” 


310 N. Loomis St. 
CHICAGO, U.S.A. 
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Industries have 
come and gone 
—cycles of 
booms and de- 
pressions have 
run their course 
—yet for 85 
years the quality 
of CLARK Prod- 
ucts has never 
faltered. 


Extra clean finish 
and accuracy of 
threads speed 
assembly. Wide 
distribution of 
large stocks as- 
sure immediate 
delivery on stan- 
dard items. 


Permit us to quote 
on your requirements 


Clark Bres. Bolt Co. 


Milidale, Conn. 
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The Manager’s Page. . . a meeting ground for discussion of problems 


common to distributors and manufacturers 


the fog of misunderstanding which may exist between the two 


seeking to dispel 








® Arthur Yorke, Hansen & Yorke, New 
York, in an address before the New Jersey 
Industrial Marketers Association last 
month, stressed one point which bears 
repeating. He said, “In my experience, the 
most successful manufacturers in the mill 
supply field have been those who looked on 
their distributors as a part of their own sales 
organizations rather than as customers.” 


® We hasten to agree. The reasons for this 
condition, we believe, are logical and 
simple. 


® When a manufacturer hires a salesman, he 
gives him a clear-cut territory. He doesn’t 
put five or six men into one city and tell 
each to go to it. Likewise, when the think- 
ing manufacturer takes on a distributor he 
gives him such territory as he thinks he can 
handle. 


® When a manufacturer hires a salesman, in 
most cases he sets up an incentive plan 
whereby the salesman makes more as he sells 
more. If he wants satisfactory work from 
this man, he most certainly pays him enough 
to cover his expenses. In like manner, when 
the “successful” manufacturers, of whom 
Mr. Yorke speaks, have put on distributors 
they have established margins of profit 
which covered operating costs and placed a 
“carrot in front of their noses”. 


® After a manufacturer hires a salesman, he 
stays everlastingly at the job of trying to 
make him a better salesman. He tells him 
where to sell it, how to sell it and when to 
sell it. The successful manufacturers in the 
mill supply field have adopted the same 
tactics with distributors. They have realized 


that their problem is even more difficult 
here because they are competing with each 
other for sales time. Consequently, their 
educational efforts have been intensified. 


™ Manufacturers support their salesmen 
with advertising and have merchandised 
this advertising to the sales force. Further, 
they feel that their salesmen must help them 
in spending their advertising dollar to the 
best effect. In a similar fashion, leading 
manufacturers in the supply field have 
merchandised their advertising to their dis- 
tributors and have asked them to cooperate 
in directing that advertising to the men who 
buy. 


®t is odd that some manufacturers use one 
method in hiring and training a sales force 
and then turn right around and use entirely 
different tactics in engaging and training 
their distributors. 


™The building of successful distributor 
relationships is a simple problem. It follows 
well-established, sound rules of conduct. We 
wonder whether the manufacturers who 
profess to find distributor relationships so 
difficult have thought about distributors first, 
last and always as members of their sales 
organizations or whether they have always 
considered them customers? 


On the other hand, we also wonder 
whether many distributors do not contribute 
to this “customer” thinking by refusing to 
consider themselves as parts of the manufac- 
turer’s organization and by demanding the 
customer’s “pound of flesh”. 


Jim CHANNON 
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